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Agency System Share Of Auto To Go On ‘-4-Asents Midyear 
Shrinking Till Price Problem Is Met 


The future of the agency system in 
the automobile insurance field is not 
very promising unless some way can 
be found to overcome the price ad- 
vantage of the direct writers, William 
S. Gillam of the research unit of Na- 
tional Bureau of Casualty Underwrit- 
ers told the I-Day sponsored in Wash- 
ington by District of Columbia Assn. 
of Insurance Agents. 

He compared in detail the opera- 
tional costs of bureau companies and 
direct writers. 

He said it must be assumed that the 
conditions existing in the past that 
have caused the auto business to flow 
to the specialty insurers will continue 
in the future. Increases in rates have 
been and are being put into effect. 
This is aimed at solving the problem 
of underwriting losses. But, he said, 
these increases serve to intensify the 
problem of loss of business to the low- 
rate companies. 

He said it is hoped the NAIA adver- 
tising program will have a significant 
effect on the position of the agency 


system. However, if the key to the 
success of the specialty companies lies 
not in their extensive advertising by 
itself but in the attraction of their low 
rates which their advertising features, 
it would be unrealistic to expect any 
radical change in the trend away from 
the agency companies until ways are 
found to reduce substantially the dif- 
ferences in rates without incurring 
underwriting losses. 


Savings Make Difference 


A comparison of the loss and expense 
ratios of Allstate with those of bureau 
companies indicates that the differ- 
ence in rates is made possible by sav- 
ings on each of the three major parts 
of the premium dollar—losses, produc- 
tion costs and company expenses. 

Therefore, he said, no simple solu- 
tion can be expected to the problem of 
reducing the differential in rates. Ev- 
ery possible way of cutting the cost 
of providing automobile insurance 
protection to policyholders must be 
thoroughly explored if agency compa- 


nies are to have any hope of retaining 
an important share of the automobile 
insurance market. 

One problem that bureau commit- 
tees have to consider in connection 
with nearly every other problem that 
comes to their attention is competi- 
tion, Mr. Gillam observed. This is par- 
ticuarly true for the automobile rat- 
ing committee. As a result, in 1953 the 
research unit was set up within the 
National Bureau organization with its 
primary function being to assemble 
and analyze data bearing on the com- 
petitive situation in the auto liability 
insurance field. 

In 1955 bureau member companies 
as a group had an underwriting loss 
on auto BI and PDL combined of ap- 
proximately 1% of earned premiums. 
This was offset by underwriting gains 
on the physicial damage coverages, to 
produce a small over-all underwriting 
profit, about 142%. However, in 1956 





Rating Bureaus Argue Basic Rights And 
Realities In Bricfs Tackling N. Y.’s 
Disapproval Of Auto Rate Increases 


Briefs have been filed by National 
Bureau of Casualty Underwriters and 
Mutual Insurance Rating Bureau in 
the argument on the New York de- 
partment’s refusal to approve in- 
creases in automobile liability rates. 
The case is to be heard in the appel- 
late division of the supreme court at 
Albany April 24. 

The court action, unprecedented in 
the state, is based on a section of the 
insurance law which provides that the 
findings, determinations and orders of 
the superintendent are subject to ju- 
dicial review. James B. Donovan, gen- 
eral counsel, is appearing for National 
Bureau and Harry J. Friendly for Mu- 
tual Bureau. 


Ratemaking Is Insurer Function 


National Bureau’s brief points out 
that the historic function of rate mak- 
ing is left by the legislature, with 
rating organizations or individual in- 
Surers (where it has always been), 
and that the sole regulatory function 
of the superintendent is to review fil- 
Ings in order to determine whether 
they meet requirements of the insur- 
ance law. 

_ This gives the superintendent the 
right to disapprove a rate filing only 
if it fails to meet these requirements. 
If ‘he so finds, he’ must specify in 
writing—not the respect in which he 
or his staff think that the rate filing 
could be improved, nor his views on 
the timeliness of any rate revision 
indicated or his theories on rate mak- 


ing—but specifically “in what respects 
he finds such filing fails to meet the 
requirements.” 

The brief contends that if the su- 
perintendent’s unsupported, personal 
and inexpert opinions are to prevail, 
contrary to state statute, he has in ef- 
fect seized rate making authority, and 
statutory rating organizations like Na- 
tional Bureau are relegated to the role 
of clerical] staffs. 

Mutual Bureau’s brief calls the su- 
perintendent’s disapproval “unpre- 
cedented, wholly arbitrary and capri- 
cious,” and states that at the January 
hearing, after initial disapproval in 
November 1957, he offered no pertin- 

(CONTINUED ON PAGE 29) 


these companies had _ underwriting 
(CONTINUED ON PAGE 26) 
Tangier Insurer, 


Cal. Department 


Come To Terms 


LOS ANGELES—No hearings will 
be held by the conservator of Inter- 
national Guaranty, the surplus line 
insurer that is under fire from the 
California department and attorney- 
general. Announcement has been made 
that representatives of the attorney- 
general, the department and _ Inter- 
national Guaranty have discussed the 
problems and management of Inter- 
national Guaranty has agreed to give 
the insurance department full access 
to the records of the company, where- 
ever located. 

“Consequently, the attorney-general, 
the commissioner, and the company 
feel that this access being secured, 
there is no purpose to be served by 
further hearings under oath or other- 

(CONTINUED ON PAGE 9) 
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“WHY DON'T YOU DO A BETTER MANAGEMENT JOB?” 


Stresses Company, 
Agency Cooperation 


One Day Session Resumes 
Aboard Queen of Bermuda; 
About 100 Take Cruise 


By JOHN N. COSGROVE 


Automobile commission reductions 
and the need for company-agent coop- 
eration were high- 
lights of the report 
of President Henry 
A. Franz, Clifton, 
to the first busi- 
ness session of 
New Jersey Assn. 
of Insurance 
Agents at the mid- 
year meeting in 
Newark. Mr. 
Franz, said both 
agents and com- 
panies must “mend 
their ways’ or face 
and further under- 





Roy H. MacBean 


commission cuts 
writing losses. 


Take A Trip To Bermuda 


This is the association’s 65th year 
and to mark the anniversary the re- 
mainder of the meeting was held 
aboard the Queen of Bermuda. About 
100 took the cruise to Bermuda. 

J. Arthur Goldberg, Newark, mem- 
ber of the tax section of the American 
Bar Assn., who spoke on tax plan- 
ing, drew an appreciative laugh 
when he advised the Bermuda-bound 
agents that if they planned to deduct 
business expenses of the trip they 
should arrange to prove they not only 
saw the sights and played golf but 
also attended meetings. 

In his report, Mr. Franz said that 
although agents’ efforts to prevent au- 
to commission cuts in the state had 
been successful so far, the battle con- 
tinues. He urged members to strive 
for adequate auto rates, to seek a 
tighter motor vehicle law and to use 
every means to improve the experi- 
ence. 


Commission Cut Not Enough 


“The mere reduction of commissions 
will not bring us or the companies 
more and better business, nor will it 
improve the underwriting results,” 
he continued. “It is my opinion that 
the agents must pay their balances 
promptly and that the companies must 
discontinue those agencies that fail 
to do so; agents must reduce the num- 
ber of companies they represent, and 
companies must cut out those agen- 
cies that do not give them a premium 
volume sufficient to produce a profit. 
regardless of good underwriting re- 
sults; agents must do a job commen- 
surate with the commissions they re- 
ceive, and the companies must stop 
paying high commissions to agents 
who do not; agents must cut out flat 
cancellations, actually a form of re- 


bating, and companies must cooper- 
(CONTINUED ON PAGE 24) 





New Payment 
Plan For Term 
Fire Developed 


PFRB’s Deferred Premium 
Payment Plan Calls For 
Level Installment Rates 


A new “Deferred Premium Plan,” 
to supersede two existing plans—in- 
stallment payment plan and annual 
renewal plan—has been prepared and 
adopted by Pacific Fire Rating Bureau 
and approved for the industry by 
Pacific Board and Inter-Regional In- 
surance Conference. 

The new plan is a completely new 
approach and completely different in 
concept from any existing installment 
plan for three or five year term pol- 
icies. It is believed by its sponsors 
that it will eventually be adopted in 
other jurisdictions beyond that of 
PFRB. 


Same Annual Rates Apply 


Under the deferred premium pay- 
ment plan the same annual rates apply 
to three and five year policies alike 
and the premium payments are equal. 
The term premium is the product of 
the deferred premium payment plan 
annual rate, amount of insurance and 
the number of years in the term. The 
DPP annual rate is the appropriate 
three year pre-paid rate multiplied by 
35% whether the policy is written for 
a term of three or five years. There 
are no term multiple factors, loadings, 
interest, installment or _ collection 
charges té be dealt with separately. 

The DPP will, says PFRB, simplify 
rate and premium computation, policy 
writing, mid-term adjustment, collec- 
tion and accounting and is in direct 
contrast to the existing installment 
and annual premium renewal plans 
which have been heretofore been su- 
perinposed upon the structure of 
prepaid insurance—which was not 
designed to support plans for deferred 
premium payments. 


Special Endorsements Prepared 


Special endorsements have been 
prepared for use at the inception of 
the policy and another for mid-term 
adjustment. These endorsements have 
been designed to minimize typing and 
contain only such entries necessary for 
information to the insured, company, 
and rating bureau. The adjustment 
endorsement was prepared for use as 
a worksheet, further facilitating the 
copying. The separate work sheet now 
used will no longer be required. 

The plan, with illustrations, was 
presented at the recent meeting of 
the Far West Agents Conference. It is 
expected to become effective through- 
out the PFRB territory by Aug. 1. 


North America Asks N. C. 


To Renew Rate Deviation 


North America has asked North 
Carolina Commissioner Gold for a 
year’s renewal of its 5% deviation on 
fire, extended coverage and homeown- 
ers policies originally granted in May, 
1957. The commissioner scheduled a 
public hearing for May 1. The state 
fire insurance rating bureau : fought 
the first deviation strenuously. 
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McConnell Indicates {nsurance Distribution Systems 


Must Be Receptive To Change To 


Cal. WC Rates Due 
For A Reduction 


Possibilities of a reduction in work- 
men’s compensation rates in California 
are seen from some of the comments in 
Commissioner McConnell’s’ monthly 
report to the governor. Among other 
things, the commissioner said: 

Studies by California Inspection 
Rating Bureau indicate that the ex- 
pense factor in California workmen’s 
compensation insurance rates may be 
reduced in the annual rate review 
now in progress. 

Under the California system of WC 
insurance, the commissioner is required 
to issue or approve a classification of 
risks and minimum rates and to revise 
them from time to time as indicated by 
accumulated statistics. In the course of 
the 1957 review, Mr. McConnell re- 
quested the bureau to make a special 
study of the expense component to 
determine whether it could be reduced. 
The expense factor of 38 has been used 
for many years. Current studies indi- 
cate this can safely be reduced to 37 
and perhaps to 36. Using the 1957 
premiums for comparison, a 2 point 
reduction would result in a saving in 
premiums paid by California employers 
of approximately $6 million. A 2 point 
reduction of the factor would mean 
a 5.3 reduction in the amount received 
by insurers for expenses. 


Will File Revision Proposal 


The study and proposed expense re- 
duction relates to expenses other than 
commissions. When the bureau com- 
pletes its review, it will file a rate 
revision proposal with statistical ex- 
hibits. Public hearings will then be 
scheduled. It is the duty of the com- 
missioner after public hearings to issue 
or approve “adequate” rates.. 

“I am hopeful,” Mr. McConnell says, 
“that it will be possible to reduce the 
expense component as much as 2 
points because such a saving will ben- 
efit California employers and conse- 
quently the economy of California. The 
principle involved is the same as ap- 
plied with respect to all kinds of city, 
county and state taxation. California 
employers cannot find markets for 
their goods and services and provide 
employment if taxes and insurance 
costs force their expenses of doing 
business above the national and world 
market levels.” 


Milwaukee A&H Men Discuss 
Agent's Role In Services 


How the insurance agent can assist 
the physician, the hospital and the 
insurance company in providing max- 
imum services to the community was 
discussed by a panel at the April 
meeting of A&H Underwriters of Mil- 
waukee. Thomas E. Callahan, former 
president of International Assn. of 
A&H Underwriters was the moderator. 
Panel members were Carroll S. Lewis, 
vice-president of claims Time; Dr. 
Joseph S. Devitt, Milwaukee physician; 
and S. K. Hummel, administrator of 
Columbia hospital. 


Sponsored Membership Drive 


The local group sponsored a 1-day 
membership recruiting drive recently, 
starting with a breakfast. Donald 
Hoeller, North American Life, vice- 
president, and Thomas Callahan, past 
— were co-chairmen of the 
plan. 


Meet “Dynamics of Marketing” 


Thomas C. Morrill, vice-president of 
State Farm Mutual Auto, in an address 
before Insurance Brokers Assn. of 
Massachusetts last week in Boston, 
commented on the various insurance 
distribution systems and their relation 
to the total marketing process. Mr. 
Morrill’s theme was change—the need 
for insurance executives to be aware 
of new patterns of buying and selling 
and using that awareness to adapt their 
own selling methods to the new pat- 
terns. 

Last year in an address before the 
CPCU meeting in Minneapolis, Mr. 
Morrill made some observations on the 
agency system that provoked some 
thought and comment. His address 
this year goes beyond the system it- 
self to treat the “dynamics of the mar- 
ket.” 

It is Mr. Morrill’s theme that insur- 
ance must change with the changing 
character of marketing, with some 
thought given to the idea that several 
systems of distribution may succeed 
similtaneously if they are willing to 
identify the portion of the market that 
each is best suited to serve. He contends 
that the proponents of various agency 
systems tend to make it appear that 
there is an internal struggle between 
conflicting ideologies, but “the real 
struggle is not internal but external, 
and the customer will. make the de- 
cision.” 

Highlights of Mr. Morrill’s address 
follow: 

The insurance business is a part of 
the market place and subject to the 
forces of change. Insurance enjoys no 
immunity from the dynamics of the 
market, but is competing for the same 
dollars as are the manufacturers of 
television sets, automobiles and air 
conditioners. Insurance can hold its 
own in this marketing maelstrom only 
by being as dynamic in its methods as 
the competition. 

The insurance business must be 
adaptable if it is to meet adequately 
the security needs of America. Its 
services and distribution systems must 
be kept in tune with the everyday 


Fitness Of Officers 
Suit Filed In Tex. 


AUSTIN—Validity of the Texas in- 
surance code section covering compe- 
tence and fitness of insurance company 
officers has been attacked on six 
points in a suit filed last week in 
Travis county in behalf of Varl B. 
Jordan and his wife, Mrs. Ella Mae 
Jordan, Dallas. 

The suit followed the board’s action, 
April 2, in sustaining two orders is- 
sued by Commissioner Harrison as 
the result of an examination of Great 
United Life, Dallas, which, the Jordans 
claimed, forced their resignations as 
officers. The suit attacks powers grant- 
ed in the new law and also alleges tha 
the board has not published rules de- 
fining the standards of competence and 
fitness: 





realities of modern life, in tune with 
the way people live, earn and spend, 

Most of us can remember back to 
the days when the struggle was under 
way between chain stores and inde- 
pendents. The struggle was more one 
of words than of deeds because in the 
market the battle was over almost 
before it began. Today the supermar- 
ket is the accepted way, the neighbor- 
hood grocery a fast-fading relic. 

Early, department. stores thrust 
branches into spreading suburbia, and 
for many their downtown locations are 
in decline. While this is simply a case 
of putting the distribution system 
where the customers are, the strain 
such a move put upon established 
viewpoints of department store man- 
agers is easy to imagine. It is hard to 
change, but it is the price of survival. 

Trading stamps are a form of mar- 
keting innovation, and marketing 
people have been forced to take them 
into their plans. “Green stamps” have 
been around for years, but suddenly 
they took a new grip on the imagina- 
tion of the American housewife. Many 
a merchant found that he had to join 
the parade or yield the advantage to 
his competitor who would. 


Have Gone By The Boards 


Old methods have gone by the 
boards. Take Johnson’s wax for exam- 
ple. Floor wax used to be exclusively 
a hardware item, until two marketing 
ideas collided and merged. One of 
these ideas was to create distribution 
by putting floor wax on the shelves of 
grocery stores; the other was to create 
demand through the then supreme ad- 
vertising medium of radio. These two 
ideas, put together, transformed the 
wax business from one of small size, 
with a product reserved for the upper- 
income market, to one of big and ex- 
panding size for the whole market. 
Wax became a product for the millions 
and not the few. 


Likely To Miss Play Entirely 


Today variety store items are in 
drug stores and vice versa. Every 
super market had a drug _ section. 
Advertising Age recently noted that 
last year, in 10 common drug com- 
modity groups, food stores outsold drug 
stores. They summed it up: “Any mar- 
keting man who takes his eyes off the 
distribution system for more than a 
minute is likely to find himself missing 
the play entirely.” 

As a final example of modern mar- 
keting innovation, take the. discount 
house. “Who buys retail?” is no longer 
a quip. The volume of goods distribu- 
ted through discount houses now 
equals the volume of regular retail 
channels. 

There is a new book on discount 
retailing by E. B. Weiss. A summary 
of it in the Executive for January, 
1958, published by Harvard business 
school, says: 

“Low-margin mass retailing is no 
longer a temporary phenomenon. 
is on the high road toward becoming 
as firmly established as high-margin 

(CONTINUED ON PAGE 29) 
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fits both the job and 
the workman’s hand— 
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xam- An Employers treaty, 
in daily use on the Un- 
e of derwriter’s workbench. 
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Changes On The Way For Companies, 
Agents, Flanagin Tells N. Y. Mutual Rally 


Members of Mutual Agents Assn. 
of the State of New York were given 
a strong dose of economic facts by 
N. C. Flanagin, executive vice-presi- 
dent of Lumbermens Mutual Casualty, 
in his address before the annual 
meeting this week at Syracuse. 

Mr. Flanagin said some changes are 
on the way both for companies and 
agents. For the companies, he said, 
this includes better public relations, 
better personnel, more long range 
planning—in other words, a more 
scientific approach to the entire field 
of management. 

The agents will find changes in 
procedure which will provide more 


time to sell at perhaps a smaller 
rate of commission, Mr. Flanagin 
declared. 


Problems Most Serious 


The insurance business is confronted 
with the most serious problems that 
have existed since he started in it, Mr. 
Flanagin said, and his concern is that 
there could be a failure to take the 
steps that seem essential if the pro- 
blems are to be met and solved. He 
explained he had in mind the possi- 
bility that there will be resistance to 
change—change that appears inevita- 
ble and essential. “I am afraid that 
we may put our business in a strait- 
jacket, partially through inertia and 
the natural resistance to anything new 
and different, partially because some 
of this chagne may be temporarily 


painful, and partially because it will 
be darned hard work to do what we 
need to do.” 

In the agency end of the business, 
Mr. Flanagin said, one of the indicated 
changes is the recruitment of more 
young men into the business. There 
are too many agencies that have 
leveled off and have ceased to progress 
except to the extent that higher rates 
and inflation increased their premium 
volume and commission income, he 
charged. In too many of these cases 
the owner has made no provision for 
carrying on the business if anything 
happens to him. 


Can Improve Sales 


Agents can improve their sales and 
merchandising procedures, including 
the use of more advertising more 
consistently and more direct mail 
campaigns and experiments with the 
telephone as a Sales tool. 

Mr. Flanagin said agents spend too 
much time on details, and are ‘“‘com- 
pletely allergic to new ideas. We have 
learned through sad experience that 
it takes three years before you will 
accept any new coverage or any new 
sales procedure and this irrespective 
of the fact that the coverage or the 
procedure may be outstanding and 
offer you tremendous potential for 
increased earnings.” 

One area in which rapid change 
must come about is that of bringing 
the cost of the product down to a 
basis where it can compete successful- 
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Competitively speaking, the average producer must work 
harder these days to maintain the status quo. The necessity 
of broadening the coverages on your renewal business to take 
care of additional hazards is as important as adding new 
accounts. We at Leo B. Menner & Company like to feel we 
make an important contribution in these times to each pro- 
ducer’s success. Injecting that ‘extra’ measure of personal 
service on both new and renewal business often provides the 
needed spark to put you over the line... a winner! 
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| 141 WEST JACKSON BOULEVARD ¢ CHICAGO 4. 


We serve agents, brokers 
and insurance companies. 
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ly with the specialty companies. This 
is most apparent currently in the 
automobile field, he said, but it might 
tomorrow be just as great a problem 
in fire insurance. 

To those who might question the 
seriousness of the problem, Mr. Flana- 
gin said the New York record shows 
the growth of specialty companies in 
the last five years as compared with 
all company premium volume. The 
$91,401,000 premiums written by the 
specialty insurers was taken from 
agency companies, and in nine cases 
out of 10 the only basic sales appeal 
was the lower price. 

Most people would rather deal with 
a local agent than with a specialty 
company salesman, Mr. Flanagin as- 
serted, but he said he is convinced at 
the same time that the spread between 
the agency price and the specialty 
price must be narrow. 

In 1954 Lumbermens Mutual Cas- 
ualty conducted a market study, asking 
first: “If you could place your auto- 
mobile insurance with another agent 
and a company at a saving in cost, 
would you make this change if the 
annual saving amounted to $2?” Only 
5% of the policyholders of agency 
stock companies said they would 
change for that amount, but for $5, 
18% more would change and for $10, 
37% more would change. The number 
that would change for a savings of $2 
to $10, he pointed out, is 60%,but the 
big jump in percentage comes at $5 
or above. 

The question was asked of policy- 
holders of direct writers whether they 
would be willing to pay more to an 
agent who was watchful of their 
interest and made recommendations 
for better insurance protection. When 
asked if they would change if the 
cost were $2 or $10 a year more, about 
48% said they would, but when the 
question was phrased from $5 to $10 a 
year more, the percentage dropped to 
34% and when it was $10 or more a 
year, only 14% would change. 

Mr. Flanagin pointed out that a 
small percentage difference in costs 
between a specialty and an agency 
company will result in a substantial 
dollar difference in high-rated areas. 
As rates increase, this small percentage 
difference results in a substantial dif- 
ference in dollars. 


If costs are to be reduced, one of 
(CONTINUED ON PAGE 24) 


SEC Loses Again In 
Insurance Securities 
Stock Sale Case 


U. S. circuit court of appeals in Cal- 
ifornia has reaffirmed a district court 
decision upholding a stock sale of In- 
surance Securities of Oakland which 
Securities & Exchange Commission 
had contested as being out of bounds. 
SEC has lost every decision in this 
case, which has fo do with the sale of 
stock of the management company 
handling the operations of the Insur- 
ance Securities trust fund at an agreed 
price to Leland H. Kaiser, San Fran- 
cisco investment banker. This price 
exceeded the net asset value, and 
SEC charged that because it did there 
was a case of gross misconduct and 
gross abuse of trust. 

Commenting on the decision, Mr. 
Kaiser said it thwarts an attempt at 
over-régulation of the investment in- 
dustry. “I have tried for almost a 
year,” Mr. Kaiser said, “to obtain 
permission from the SEC to appear 
before the entire commission with a 
court reporter present in order to 
make a public record ... Unfortun- 
ately, the SEC has seen fit to deny 
my request.” 
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Combs Turns Down 
Auto Liability 
Rate Boost Again 


LITTLE ROC K—Commissioner 
Combs last week sustained his pre- 
vious ruling denying application of 
National Bureau of Casualty Under. 
writers for a 26.4% auto liability rate 
increase, holding that the proposed 
increase was not justified since 
experience for only two years was used 
in the statistical exhibit with 70% 
weight given to the latest year. “In 
my opinion,” he said, “This is practi- 
cally making rates on one year’s 
experience.” 

The order follows a formal hearing 
March 25 at which the bureau appeal- 
ed an earlier ruling refusing to 
approve the application of Dec. 12, 
1957, for the 26.4% rate increase. 


Not Applicable To Arkansas 


The commissioner also held that 
underwriting gains and losses shown 
in the statistical presentation for the 
period 1946-56 were country wide only 
and did not contain the same informa- 
tion for Arkansas. “The evidence on 
behalf of applicant contains only ex- 
perience in Arkansas and no consid- 
eration was given to the experience 
of the companies outside of the state 
of Arkansas,” he said. 

He commented that an increase in 
liability rates of approximately 14% 
was approved about a year ago, and 
the full benefit of this increase has 
not been realized. 

The bureau also proposed an addi- 
tional territorial classification for a 
tier of eastern counties, to which 
Mr. Combs reaction was that the state 
is too small to be subdivided and one 
section given a higher rate than 
another. 

It is generally understood that the 
bureau will take this matter to circuit 
court. 


Industry AR Group To 
Meet With NAIC April 23 


Commissioner Sheehan of Minne- 
sota, chairman of the subcommittee on 
uniform rates for automobile assigned 
risks of National Assn. of Insurance 
Commissioners, has appointed a special 
industry committee to meet with the 
subcommittee at a joint meeting April 
23 in the Bismark hotel, Chicago. 

The industry committee consists of 
members of the national advisory 
committee representing Assn. of Cas- 
ualty & Surety Companies, Mutual 
Insurance Rating Bureau and National 
Assn. of Independent Insurers. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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McGovern, Briner 
Claims Executives 
Of National Union 


National Union has appointed John 
w. McGovern and Drew C. Briner 
members of the executive staff of the 
claim department. 

Mr. McGovern for 16 years was an 
attorney with Allstate and became 
zone claims manager for the eastern 
zone. He is admitted to practice in the 
New York and federal courts. He will 
have supervision over casualty claims 
for the entire group. 

Mr. Briner was with General Ad- 
justment Bureau 27 years and became 
general adjuster in the eastern area, 
in which position he handled major 
fire loss adjustments. Previously he 
was branch manager and general ad- 
juster in the northern New Jersey at 
Newark. He has specialized in major 
claims, particularly business interrup- 
tion losses. 


Mutuals Increase 
Auto Liability Rates 
In Indiana, Nev., Wyo. 


Mutual Insurance Rating Bureau 
has revised private passenger car li- 
ability rates in Indiana, Nevada and 
Wyoming, effective April 16, 1958. 

The average increase is 15% in In- 
diana and 30.6% in Nevada. The revi- 
sion in Wyoming resulted in no change 
in statewide rate level. 

A revision of automobile liability 
rates for commercial automobiles and 
for division 1 garage risks will also be- 
come effective April 16 in Mississippi. 
For commercial automobiles the in- 
crease is 17% and the garage increase 
is 20.5%. 


Oneson, Lloyd Named 
By Newhouse & Hawley 


Martin T. Oneson and Geoffrey C. 
Lloyd have been named in changes of 
Newhouse & Hawley of Chicago. 

Mr. Oneson will devote his full time 
to production. Heretofore he has di- 
vided his attention between under- 
writing and other duties. 

Mr. Lloyd succeeds Mr. Oneson as 
manager of the property department 
writing fire, marine and allied 
ines. 

Mr. Oneson joined Newhouse & 
Hawley in 1952. He started his insur- 
ance career with Hartford Fire in 1935 
and then was with Meyers-Engel 
agency of Chicago which later con- 
solidated with Stewart, Keator, Kess- 
berger & Lederer. 

Mr. Lloyd received his early insur- 
ance training with London Lloyds. He 
joined Newhouse & Hawley about a 
year and a half ago. 





EXECUTIVE OPENINGS 
$12,000 - $20,000 
1. CASUALTY UNDERWRITING MANAGER 
imum 15 years inclusive experience 
all phases Casualty Underwriting. Col- 
lege degree mandatory. Age range 40-45. 
2. CASUALTY CLAIMS EXECUTIVE Mini- 
mum 15 years experience predominantly 
Casualty Claims. Must have Legal back- 
ground and Executive ability. Age to 45. 
3. FIRE UNDERWRITER-ENGINEER Must 
have experience in large industrial risks 
and willing to do large amount of travel- 
ing. Age to 45. 

4. STATISTICAL MANAGER/ACTUARY Pre- 
r man in Casualty Actuarial Society. 

Age range to 40. Light travel involved. 
All of these positions with A-1 Companies 
offering unusual advancement opportunities. 

Write for HOW WE OPERATE. 
No obligation to register. 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
We Broker Insurance Agencies 
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Home Promotes Six: 
Elects Officers And 


Makes Staff Shifts 


Home has made the following ex- 
ecutive promotions: Charles M. Mecke, 
secretary, to vice-president and secre- 
tary, in charge of the western division 
succeeding Vice-President T. Morgan 
Williams, recently named head of the 
company’s sales and production act- 
ivities; Otto F. Rieg, secretary, to vice- 
president and secretary in charge of 
the underwriting division, and under 
Vice-President Arthur F. Herman, 
succeeding Vice-President and Secre- 
tary David H. Moore, who retires in 
July, 1958; Randolph Church, assistant 
secretary, to secretary in the central 
underwriting department; Lawrence C. 
Gordon, supervisor in the underwriting 
division, to assistant secretary in the 
western division; C. Frank Strauss, 
administrative assistant to the con- 
troller, to assistant controller of Home 
and Home Indemnity, and Ralph 
Johnson, manager in the operating 
division, to assistant secretary in 
operating under Vice-President Walter 
M. Krieger. 

Walter W. Allen and Roy R. B. 
Attride, vice-presidents and secretaries 
of Home, were elected to the same 
posts in Home Indemnity. 

John H. Washburn, assistant vice- 
president in charge of personnel, and 
Joseph H. Wilson, secretary in the 
eastern division, have gone to the 
western division where they will serve 
under Vice-President Mecke. Albert 
W. Holland, assistant secretary in the 
Pacific division, will assume adminis- 
trative and underwriting duties in the 
marine department at the head office. 

James W. Hutchison, director of 


education, was appointed personnel 
director under Vice-President and 
Secretary Herbert A. Payne. Mr. 


Hutchison will continue to direct the 
company’s education division. 


Joined As Mapper 


Mr. Mecke joined Home in Phila- 
delphia in 1927 as a mapper. He served 
as a special agent and as assistant 
manager in charge of production. He 
was made an assistant secretary in 
1948 and secretary in 1952 and he 
went to the western division in the 
home office a year ago. 

Mr. Rieg, who has had extensive 
field and underwriting experience over 
the past 30 years, was elected an 
assistant secretary in 1952 and headed 
a unit which supervised various mul- 
tiple peril contracts until 1956, when 
he was made secretary and transferred 
to the underwriting division. 

Mr. Church joined the company more 
than 20 years ago as a special agent. 
He later became manager at Baltimore 
and in 1944 was elected as assistant 
secretary. He moved to the home office 
in 1956 and is now in the central 
underwriting division. 

Mr. Gordon has been a special agent 
and underwriter in various depart- 
ments for almost 25 years. 

Mr. Strauss has been in the loss and 
accounting departments and _ subse- 
quently headed the statistical and 
tabulating divisions. He was appointed 
administrative assistant to the con- 
troller in 1956. 

Mr. Johnson joined Home as a clerk 
25 years ago. He became manager of 
the automobile department in Chicago, 
and later went to the home office as 
assistant manager of the automobile 
department. He was assigned to the 
then new operating division about two 
years ago. 


Mr. Allen, who has been engaged 
(CONTINUED ON PAGE 9) 

















have changed a bit... 


And all of them aren't taking place in outer space! 


One we notice is that more and more companies 
are placing importance in the way their policies 
look. They're making them colorful and eye-catch- 


ing. 


We've noticed it, because that's what we do. A 
Steck policy is a custom job for your company 
alone. Among standard-format jobs, it stands out. 
It's remembered. 


And that means you are too. 


If your policy printing is still on the ground, let 
Steck give it a boost. It doesn't cost one cent more! 


If it's worth printing well, it's a Steck job. 


THE Viork COMPANY 


AUSTIN, TEXAS 





Printers to the Insurance Industry. Write, wire or telephone for information. 
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State Farm Ads To 
Stress Auto Financing 


State Farm Mutual Auto this month 
is launching an advertising campaign 
to assist banks in obtaining auto fi- 
nance business. The first ad will be a 
double page in Life magazine April 17, 
followed by two pages in Look April 
29. In May the same bank financing 
message will be in the Readers Digest. 
This is an estimated 80 million readers. 

The advertising is headed “Buy That 


Car—We Will Help You Finance It, 
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and Insure It, and Save You Up to 
$125 (or more).” 

State Farm agents will assist by 
directing their policyholders to banks 
for automobile financing. 


Insures 5 Million Cars 


State Farm estimates that its policy- 
holders represent about $1,250,000,000 
of auto financing, because State Farm 
insures 5 million cars and the average 
customer trades in his car every three 
years and 70% of them need financial 
help. 


Marine Mine Risks 
Alarm Underwriters 


Marine insurance underwriters are 
deeply concerned over the Indonesian 
navy’s announcement that mines have 
been laid along a 60-mile stretch of 
coastal waters off western Sumatra. 
This followed an earlier announcement 
of the laying of a mine-field off Bitung 
harbor in north Celebes. Both areas 
were declared danger zones closed to 
international shipping. 

Underwriters know from past ex- 
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(IT COULD BE YOU!) 





Uncle Sam sends 131,000 men out on calls every day. Neither snow nor rain 
nor gloom of night stays these couriers ...and they work for just pennies a calll 


They can be selling for you, if you want them to. Home will do its share and 
more to help you. Your own fieldman of The Home Insurance Company will get 
you pre-tested direct mail leaflets and letters. He'll help you set up a tailor- 


made production program. I/sn't this the time to start? 


Tee HOME 


Prturance Company 


Property Protection since 1853 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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perience that the end of the Indonesian 
crisis will not end the mine risk in 
that area. Mines once laid are difficult 
to recover, and since the end of World 
War II, 446 vessels have been damaged 
or sunk as a result of mine explosions, 

During the past two years, almost 
250 floating mines have been specifi- 
cally reported by ships at sea or shore 
stations. While the greatest concentra- 
tion of reports comes from the waters 
around the British Isles, an increas. 
ing number of mines has been sighted 
in the Gulf of Mexico and in the US, 
Atlantic coastwise shiplanes, as far 
north as Cape Cod and south to the 
Florida Strait. 


Continue To View With Alarm 


Ocean marine underwriters continue 
to view the mine situation with alarm, 
It appears that losses will continue to 
occur for many years to come, since 
each severe storm occurring in shallow 
water areas may be expected to tear 
loose or stir up mines that may have 
been laid or planted many years be- 
fore. The situation is aggravated by the 
stray or derelict torpedo, aerial bomb 
or depth charge occasionally reported 
from the sea-lanes of the world. The 
encouraging factor in the situation is 
that most of the maritime nations seem 
to be aware of the danger, and inten- 
sive mine-Sweeping operations in 
many areas are continuing. 


Broad Chairman Of 
Ins. Co. Of The South 


Shepard Broad of Miami Beach has 
been named chairman of Ins. Co. of 
the South. Raymond Mason of Jack- 
sonville was reelected president. 

George E. Gornto and _ Andre 
Schwitter of Burlington, N. C., were 
elected vice-president and _ treasurer, 
respectively. 

It also was announced that work 
has been started on construction of 
the new building in Jacksonville 
which will house the home offices of 
Ins. Co. of the South, the executive 
offices of Carolina Casualty and a re- 
gional office of Carolina Home Life, 
with completion scheduled during the 
summer. The Carolina firms will con- 
tinue to maintain their home offices 
in Burlington. 


Harbor Of California 
Shows 1957 Profit 


The annual report of Harbor of Cali- 
fornia shows underwriting profit of 
$103,242 as against an underwriting 
loss in 1956 of $607,352. Fred H. Rohr, 
president, said the loss ratio dropped 
from 63.9% to 41.3%. He attributed 
the underwriting gain to “controlled 
underwriting,” and said the elimination 
of unprofitable agents and a system 
of checks for all automobile applica- 
tions were the main factors. 

The company realized a total net 
profit of $223,892 in 1957 as compared 
to a net loss of $458,000 in the previous 
year, or a swing of $681,892. 


Intervene In Md. UJF Case 


Assn. of Casualty & Surety Compa- 
nies and the National Assn. of Inde- 
pendent _ Insurers : 
friends of the court in the suit against 
the Maryland unsatisfied claim and 
judgment fund law heard on demurrer 
in circuit court at Baltimore Apri! 

The two organizations decla 
through the law firms of Sherbow & 
Sherbow, and Bartlett, Poe & Clag- 
gett, that they have been interested in 
efforts to solve the problem of com- 
pensation to innocent victims of neg- 
ligent, financially irresponsible mo- 


torists and that after thorough con- 
sideration they supported the _enact- 
ment of the law. The plaintiffs include 
one of the Kemper companies. 
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New York Life offers brokers a 
3-point sales-producing program! 



































A COMPLETE LINE OF POLICIES 
—LIFE, A&S, GROUP! 


New York Life offers all the modern 
coverages your clients want—all at at- 
tractive commission arrangements for 
you! Included are Whole Life—now 
more popular than ever before—plus 
brand-new coverages such as: Em- 
ployee Protection Plans with Major 
Medical for 5 or more employees (avail- 
able in most states), Accident & 
Sickness plans, including non-cancel- 


lable (to age 65 or 60) Income Protec- _ 


tor Policies, Family Insurance and 
now the Assured Accumulator. 











HARD-HITTING NATIONAL 
ADVERTISING SUPPORT! 


Month after month, hard-working New 
York Life ads reach millions of top in- 
surance prospects who read such lead- 
ing national publications as Life, Look, 
Saturday Evening Post, Better Homes 
and Gardens, Time, Business Week— 
and Sunday newspaper magazine sec- 
tions. It’s a campaign that backs up 
your own personal selling! 


FULL-TIME SERVICE 
TO BROKERS! 


New York Life’s skilled brokerage spe- 
cialists are ready to give you all the 
product facts and selling help you need 
to clinch the sale. These are salaried 
men whose full-time job is to work with 
you. They’re located in major markets 
—ready to help you earn more com- 
mission dollars! 


Get all the facts today! Write to: 





Brokerage Division 


New York Life 


Insurance @ Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance * Group Insurance * Annuities * Accident & Sickness Insurance + Pension Plans 








N. Y. Assn. Program 
Covers Full Scope 
Of Agency Problems 


The program of the annual conven- 
tion of New York State Assn. of In- 
surance Agents at Syracuse May 5-6 
ranges from discussions of familiar 
policy forms to a panel on modern 
data processing. 

On Monday morning after greetings 
by Daniel A. Kelley, president of the 
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Onondaga county association, and re- 
sponse by Raymond A. Muth, execu- 
tive committeeman of the New York 
association, George A. Kramer, Wil- 
liston Park, regional vice-president, 
will preside over a local board forum. 
Participants are Mrs. Marguerite Pe- 
dersen, Rockland county association, 
on “The Immediate and Imperative 
Necessity of the Improvement of 
Company-Agent Relations;” Frank P. 
Dodd, president of Orange county as- 
sociation, on “Suggested Revisions of 
Extended Coverage;” Howard Makler, 


Nassau county association, on “Life 
Insurance Sales and the General 
Agency,” and George C. Schepens, 
manager of New York Assigned Risk 
Plan, on “The Assigned Risk.” 


Discuss Agency Perpetuation 


In the afternoon an agency perpet- 
uation panel moderated by John H. 
Walsh, president of Norman Duffield 
& Co., Buffalo, will include Arthur J. 
Wyatt, vice-president of National of 
Hartford, William J. Morey, partner in 
Hellings, Ulsch, Morey & Stewart, 





Junior Fire Marshals and Hartford Fire Agents... 
Headliners at Spring Clean-Up Time 


Local agents of the Hartford Fire 
Insurance Company are making 
names for themselves in communities 
all over the country. 


In all these places, they’re recog- 
nized as men who are really “doing 
something” to make their home towns 
safer places in which to live. 


Just what are they doing? 
Sponsoring a public service activity 
that was developed for their exclusive 
use—the Junior Fire Marshal Pro- 
gram, now in its eleventh exciting 
year. 


More than 4,000,000 boys and girls 
of grade school age took part in the 
Junior Fire Marshal activity last year 


alone. This kind of instruction, they 
discovered, was unlike anything they'd 
ever known before—it was fun. They 
loved it! 


Thousands of teachers too, 
are enthusiastic. And civic groups, 
fire officials and community leaders 
are unreserved in their praise of what 
they regard the most extensive fire 
prevention and safety education pro- 
gram ever presented to children. 


Hartford Fire Agents look upon 
the Junior Fire Marshal Program as 
an Opportunity to demonstrate their 
traditional interest in the welfare of 
their neighbors and communities. As 
for its value to the agents themselves, 
one of them aptly sums this up in the 





statement: “Money could never buy 
the good will and advertising that the 
Junior Fire Marshal Program has 
brought.” 


Want to find out more about 
the Junior Fire Marshal Program? 
Ask your Hartford Fire fieldman for 
details. Or write us direct: Hartford 
Fire Insurance Company, Hartford 
15, Connecticut, Dept. FNL. 

Bx 7 

Year in and year out 

' you’ll do well with the 


HARTFORD 


FIRE INSURANCE 


COMPANY 
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Buffalo law firm, and Warren B. Cut- 
ting, CPA, of Graef, Cutting & Coit, 
Buffalo. 

R. Brien Jarman, assistant superin- 
tendent of excess and surplus lines of 
Continental Casualty, will speak on 
errors and omissions. 

Tuesday morning an all CPCU pan- 
el will take “A New Look at the Com- 
prehensive Liability Policy.” Modera- 
tor is John R. Adams, Buffalo Manag- 
er of Security, Connecticut, and mem- 
bers are Robert P. Lentz Jr., presi- 
dent of Buffalo Fire Office; Herbert 
C. Cox, Aldrich & Co., insurance con- 
sultants of Buffalo, and George E, 
Spitzmiller, president of R. L. Wood & 
Co., Buffalo. 

David W. Reilly, chairman of the 
association’s agency management 
school, will give a progress report on 
the project. 

Harry K. Lown of Batavia will mod- 
erate the data processing panel which 
features Scott Cass, assistant to the 
vice-president and general manager 
of Friden Calculating Machine Co,, 
Rochester, and Robert Burns, presi- 
dent of American Agency Manage- 
ment Bureau, Washington. 

A panel of editors—Elmer Miller of 
the Journal of Commerce, Emanuel 
Levy of the Insurance Advocate and 
Kenneth O. Force of THE NATIONAL 
UNDERWRITER—will interview Julius 
Wikler, New York superintendent of 


insurance, and Archie M. Slawsby, 
Nashua, N. H., vice-president of 
NAIA. 


London Assurance will present its 
agency advertising award and Jack 
Lescoulie of the NBC-TV show “To- 
day” will speak on the NAIA national 
advertising program. 

Officers will be installed at the clos- 
ing banquet which also feature awards 
of presidential citations, the Rhodes 
trophy, membership trophy and fire 
safety plaques. 


F. & D. Inspires Television 


Drama On Embezzlement 


Fidelity & Deposit suggested the 
theme of “The Trusted Thief ” a tele- 
vision dramatization of a_ typical 
embezzlement presented by the Arm- 
strong Circle Theatre over the 
Columbia network. 

The drama and the comments at its 
conclusion by George A. Conner, vice- 
president in charge of F. & D.’s fidelity 
department emphasized that $1 billion 
is embezzled each year and traced the 
consequences in terms of the business- 
man, the culprit and his family, and 
fellow employes and their families. 
The importance of accounting checks 
and controls and of not entrusting 
sole responsibility in financial matters 
to one individual was also highlighted 
as was the superiority of modern 
automatic equipment over old fashion- 
ed accounting methods. 


Arkwright Mutual has elected Her- 
bert M. Kelton of New York City a 
director. He is vice-president and a 
director of U. S. Rubber Co. and chair- 
man of its finance committee. 







REDUCE COSTS 


Are you using the latest 
techniques to reduce expenses 
and increase productivity per 
employee? No obligation for 
inquiry. 














CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
Frank LANGEAASSOCIATES 
521 Fifth Avenue One North LoSalle St. 


NEW YORK 17,N.Y. CHICAGO 2, ILLINOIS 
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Tangier Insurer, Cal. 


Dept. Come To Terms 
(CONTINUED FROM PAGE 1) 

wise,” the announcement states. “The 
company management announced their 
jntention to permit full disclosure of 
the affairs of the company to the 
insurance officials charged with super- 
vision of insurance.” 

This action draws a polite curtain 
on the more sensational aspects of the 
affairs of International Guaranty, 
but not before a statement had 
been released by J. W. Ehrlich, general 
counsel of the company, reviewing the 
situation and commenting on it. 

Mr. Ehrlich’s statement says there 
is no mystery about the operations of 
International Guaranty, that it is a 
non-admitted surplus line in the coun- 
try, one of 64 that has established 
U.S. trust accounts. 

The statement says the California 
department has claimed that establish- 
ment of the trust account and activi- 
ties in connection therewith constitute 
“doing business in the state of Califor- 
nia” and International Guaranty is 
deprived of its non-admitted surplus 
line status and becomes subject to the 
regulations applicable to a domestic 
or admitted insurer. Mr. Ehrlich says 
he emphatically disents from this 
interpretation. 

“Many statements have been made 
in the press attributed to the insur- 
ance department and the attorney- 
general’s office claiming that Stewart 
B. Hopps is one of the owners of 
International,” Mr. Ehrlich’s  state- 
ment says. “Mr. Hopps is not an owner, 
officer or director or trustee of Inter- 
national, nor does he have any legal 
or equitable interest in the company. 
He was, however, asked for advice, 
aid and counsel in insurance matters, 
as he is recognized as one of the 
world’s leading authorities on insur- 
ance and reinsurance. He will, when 
circumstances permit, receive a fee for 
this service. 

Mr. Ehrlich goes on to say that 
International Guaranty permitted the 
insurance department and the attor- 
ney-general to audit its records, 
“relying on their promise that if they 
disapprove of the company maintain- 
ing the trust fund in California, the 
company would arrange for the trans- 
fer of this trust fund to a bank in 
some other state, and would continue 
to maintain it for the benefit of U/S. 
policyholders.” 

Arguing that the entire matter is 
one of jurisdiction which can _ be 
decided only by the courts, Mr. Ehrlich 
States: “International requested the 
Insurance department and the attor- 
hey-general’s office, before they arbi- 
trarily took possession of the com- 
pany’s property, to point out in what 
respect it was doing business in 
California, in view of the fact that it 
had no policyholders in California, no 
agents, no solicitors, no salesmen, and 
no claims against the company from 
California residents.” 


Griffiths, Tate Names 


Cuff V-P At Chicago 


Edward J. Cuff has been elected 
vice-president of Griffiths, Tate of 
Chicago. He is associated with T. G. 
Anderson, executive vice-president. 

The election of Mr. Cuff is part of 
an expansion program which follows 
& recent extended visit to the U. S. 
of W. G. Cooper, a director of Griffiths, 
Tate of London. 

Mr. Cuff joined Griffiths, Tate nine 
months ago after having been with 
Illinois Appleton & Cox as Philadelphia 
manager. Before that he was with 
Hartford Accident. 
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Home Raises Six; Elects 
Officers, Makes Shifts 


(CONTINUED FROM PAGE 5) 

in production, underwriting and ser- 
vice department activities since join- 
ing Home in 1937, was elected vice- 
president and secretary in 1952. In 
January 1958, Mr. Allen was assigned 
to the office of the president to 
assume executive duties and work on 
special assignments. 

Mr. Attride, who joined the marine 
department in 1937, was elected vice- 
president and secretary in 1957 and 
transferred from the marine depart- 
ment ‘o the office of the president 
to assume work on special assignments 
in addition to continuing his super- 
vision of the company’s Canadian 
operations. 

Mr. Washburn joined Home as a 
clerk in the metropolitan department 
nearly 25 years ago. Later he went 
to the western division to assist in 
production and underwriting and sub- 
sequently headed the personnel de- 
partment. He was elected an assistant 
vice-president in 1952. 

Mr. Wilson, who has been in the 
insurance business since 1925, previ- 
ously served as state agent and man- 
ager in Illinois and New Jersey. He 
went to the home office in 1947 as 
assistant secretary in the eastern 
department and was elected secretary 
in 1952. 

Mr. Holland joined Home in 1948 as 
assistant manager in the all risks 
department. He was made manager of 
the metropolitan suburban division of 
the marine department in 1951 and 
assistant secretary in 1954. In the 
same year, he went to the San Fran- 
cisco office. 

Mr. Hutchison has been with Heme 
for 20 years. After serving as a field 
man in Illinois, he was transferred 
to the foreign department at the head 
office. In 1955 he was appointed direc- 
tor of the company’s education division. 


Chicago lesevence Women 
To Mark National IW-Day .. 


For the second year, Gov. Stratton 
of Illinois and the governors of several 
other states are proclaiming May 10 
as National Insurance Women’s Dav. 
Since the dav falls on Saturdav. 
Insurance Distaff Executives Assn. of 
Chicago, an affiliate of National Assn. 
of Insurance Women, is observing the 
event on May 8 with a luncheon at 
the Palmer House. 

On the invitation list are the IDEA 
member's employers, as well as Direc- 
tor Gerber and a representative from 
the governor's staff. Guest speaker 
will be Mrs. Frances Runk of Houston, 
president of the National association. 


Recovery Men To Hear 


Nuclear Coverage Talk 


The annual dinner of Recovery 
Men’s Forum will be held at the Rail- 
road & Machinery Club, New York, 
May 1. William H. Berry, vice-presi- 
dent of America Fore, will talk on 
property damage insurance on nu- 
clear risks. He is chairman of the ad- 
visory committee of Nuclear Energy 
Property Insurance Assn., the nuclear 
energy committee of Factory Insur- 
ance Assn., the nuclear energy com- 
mittee of American Foreign Insur- 
ance Assn., the nuclear clauses com- 
mittee of Inter-Regional Insurance 
Conference, and the executive com- 
mittee of Nuclear Insurance Rating 
Bureau. 

Wiliam F. Belmont of Chubb & Son 
is in charge of arrangements. 


Jean W. Shaw has purchased the 
E.G. & E.W. Leach agency at Frank- 
lin, N. H., from Eugene W. Leach, the 
city’s oldest business man. The Leach 
firm was founded in 1875. 












































































Keep your client up-to-date 
with our international cooperation... 


Stewart, Smith & Co., Inc. 
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Crawford Chairman 
Of Pacific Indemnity 


C. H. Crawford, president of Swett 
& Crawford managing general agency 
from its inception until his retirement 
December 1956,, .has been’ elected 
chairman of Pacific Indemnity. Messrs. 
Swett and Crawford were active in 
the formation of Pacific Indemnity and 
their agency was underwriting mana- 
ger for P.I. until January, when it 
relinquished that association, which 

ecomes effective May 1. 
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Most of Swett & Crawford’s person- 
ne] handling Pacific Indemnity’s busi- 
ness then become employes of that 
company. 

The managing general agency then 
became a surplus line organization on 
a nation-wide basis, giving up its 
agency arrangements with Sun. Office 
and Union Mutual Life. 

James L. Sullivan, chief counsel of 
the senate sub-committee to investi- 
gate juvenile delinquency, spoke at 
the April luncheon of St. Louis Blue 
Goose. 


Name Beebe Chairman 
Of Ark. Rate Bureau 


LITTLE ROCK—P. S. Beebe, west- 
ern manager of Hartford Fire, was 


named chairman of the board of gov- . 


ernors of Arkansas Inspection & Rating 
Bureau at the annual meeting here 
last week. He succeeds H. C. Tate, 
Aetna Fire, who continues as a mem- 
ber of the board. Mr. Beebe was vice- 
chairman last year and is succeeded in 
that position by Sam _ Browning, 
U.S.F.&G. Memberships on the board 








“Ag-Empire’ helps you score 
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The Agricultural Insurance Co., Watertown, N. Y. 


As a Quality Agent I am interested in teaming-up with a Quality Company. 
You may contact me. ‘ 
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A to Z agent helps 


“Roiling” up profits is easier with ‘““Ag-Empire,’’ because 
“‘Ag-Empire”’ gives you plenty of “‘sales-scoring” help:— 


...a broad range of coverages with wide customer-appeal 
..+ Promotion helps that make your selling easier . . . sim- 
plified policies to save time, error, work . . . efficient claims 
processing that means so much to your clients in an emer- 
gency. And — most important — the kind of field help you 
need, as fast as you need it! 


Yes, Mr. Agent —“‘Ag-Empire” helps its Local Independent 
Insurance Agents give-their customers the very best “‘before 
and after”’ service .. . everyday. 











Mail Coupon For Complete “Ag-Empire” Story. 
No Obligation. 


Dept. N-458 
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of American and Continental expired 
and will be replaced by Fireman’s 
Fund and Phoenix of Hartford, al- 
though no announcement has yet been 
made as to which officers of these com- 
panies will be on the Arkansas com- 
mittee. : 

R. H. Cates, state agent Hartford 
Fire, and C. D. Swan, state agent 
Springfield F. & M., were reelected 
chairman and vice-chairman respec- 
tively of the Arkansas executive com- 
mittee. The only change in the nine- 
member local group was the appoint- 
ment of Richard T. Tullos, America 
Fore Loyalty group, to succeed Knox 
Oates of Home. 

The 1957 experience of the 156 mem- 
bers and 98 subscribers to the bureau 
was 48.7%, Manager Walter Plangman 
reported. Premiums written were $27, 
‘785,009 and losses paid $13,544,071 on 
fire and allied lines. The written-paid 
fire loss ratio was 53.6, while for EC 
it was 39.7. Fire and EC premiums 
accounted for all but about $200,000 
of the total premiums reported. 


Processed 23.3% Fewer Documents 


Mr. Plangman said the audit division 
processed 23.3% fewer documents 
than in 1956 and had a 5.7% reduction 
in total number of formal and informal 
non-approvals. The rating division 
rerated 13 counties and the division of 
engineering made original reports on 
23 newly sprinklered plants. The mu- 
nicipal engineers made complete town 
grading of 20 cities and five supple- 
mental inspections and served as in- 
structors in fire department training 
schools throughout the state. 

Mr. Plangman said the bureau has 
continued its policy of opposing pro- 
posed fire rate deviations and that at 
the present time only two companies 
are writing at deviated rates in Ark- 
ansas. “It is believed, however, that 
the companies may drop their request 
to deviate when their deviations come 
up for renewal,” he remarked. 


Cincinnati Buyers Elect 
A. J. Haberer President 


The Cincinnati chapter of American 
Society of Insurance Management has 
elected A. J. Haberer, Procter & Gam- 
ble, president, and Robert Hoeweler, 
Acme-Newport Steel Co., vice-presi- 
dent. Both were elected to serve until 
July 1. 

Mr. Haberer replaces S. B. Adamson, 
U. S. Printing & Lithograph Co., who 
resigned. 


Ambrose V-P Of Eagle Fire 


Eagle Fire has elected Harry G. 
Ambrose a vice-president. He joined 
the company in 1956 as secretary and 
retains that title. 
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a good example of effective 





Each week Nationwide reaches 


2%, million homes through the popular family 


TV show, MAMA...each week Byron Carlson pre-sells 


these prospects...each week Nationwide 





MAMA -— traditional family favorite of 
millions. Nationwide sponsors Mama 
(played by Peggy Wood) on TV, in 36 
leading cities wherever Nationwide 
agents are located...wherever Nationwide 
policies are sold. 


interested in a 
career with NATIONWIDE? 


Contact: D. W. Jeffers, V. P. 
Office of Sales 
Nationwide Insurance 
246 North High Street 
Columbus 16, Ohio 


8 


agents reap the benefits. 


BYRON CARLSON—the “voice of 
Nationwide”’ on the MAMA show. 
Whether the subject. is our new Century 
auto policy or our new Family Policy... 
announcer Carlson always does an effec- 
tive pre-selling job. 


SsERy, 
* Se 





f4 
@® "% peo® 
NATIONWIDE MUTUAL INSURANCE COMPANY - NATIONWIDE MUTUAL FIRE INSURANCE COMPANY - NATIONWIDE LIFE INSURANCE COMPANY ~ home office: Columbus, Ohio 


NATIONWIDE AGENT —the man 
who represents Nationwide and its pow- 
erful multiple-line. With Mama and 
Carlson working with him, his prospects 
are better informed, his selling is made 
that much easier. 


ATIONWIDE 


IN SURAN C E 
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San Diego Assns. 


‘Sponsor Insurance Day 


SAN DIEGO—The annual Greater 
San Diego Insurance Day was held re- 
cently featuring forums on a variety of 
subjects with industry leaders from 
Los Angeles, San Francisco and Phila- 
delphia participating. 

Sponsors were Insurance 
|Assn. of San Diego and San 
;Junior College, in cooperation with 
San Diego Insurance Women, San 
Diego Insurance Adjuster’sAssn., San 
Diego Fire Underwriters Assn. and 
Casualty Managers & Underwriters 
Assn. of San Diego. 


Agents 
Diego 


Salesmen? 





|\“Money, Money, Money” 


H. Eastman Hackney Jr., economist 
for First National Trust & Savings 
Bank of San Diego, talked on “Money, 
Money, Money” at the general assem- 
bly. Dr. Hugh M. Tiner, former pres- 
ident of Pepperdine College, Los 
Angeles, was main luncheon speaker, 
who talked on “What Is Your H. Q?” 

John L. Allen, president Robinson- 
Allen Inc., was chairman for the event. 
|S. Rex Gorton was co-chairman. 








April 18. 1958 


Pretzel To Ill. Dept. 


As Examiner At Chicago | 


H. Eldred Pretzel has joined the 
Illinois insurance department as ap 
examiner at Chicago. Mr. Pretzel has 
been in the insurance business since 
1917, beginning with Illinois Inspec. 
tion Bureau. Most recently he has been 
with the H. Wm. Sadler agency at Chi- 
cago as manager of the department 
handling U. S. business. 

In 1922, Mr. Pretzel went with Cook 
County Inspection Bureau, six years 
later joining Rollins Burdick Hunter 
as assistant manager of the engineer. 
ing department. He subsequently be. 
came an underwriter for the Lansing B. 
Warner reciprocals until 1940, when 
he became account executive for Fred 
S. James & Co. In 1947, he went with 
American at Rockford, serving as pre- 
sident of Rockford Insurance Club in 
1953. He joined the Sadler agency in 
1955. 


Insurance Brokers’ Assn. of New 
York State will hold its 60th anniver- 
sary luncheon in the Waldorf-Astoria, 
New York, May 20. 

















EVERY ONE OF THEM. You’re looking at a class in session at 
Royal-Globe’s educational department. Taught by former fieldmen, 
this could be trainees going through one of our formal training 


programs preparatory to taking their a 
places in one of our local mobile produc- A BON 
‘ 


116 JOHN STREET « 







tion teams. fi AW/1A paregu. AUTOR BOND SPECIAL PAUL R. p& MAGNIN, President 
SPECIAL vai ak 
Or it could be one of two Agents’ CLANS ADIUSTER LEAT 
g . Sere GILBERT KINGAN, Jr., Asst. Secretary 
Schools given each year to prepare men oninounee 
like you to take their places in the insur- ri morecroy mcs. AY 


LOSS PREVENTION CNCINEER 

ance industry as our producers. ~ 
In either case, they’ll all be salesmen, 
and good reasons for us to say: *U. S. Government Bonds 
“Other Bonds 
Common Stocks 
Cash in Banks and Office 


Balances under 90 days 


“TOPS IN EVERY SERVICE” 





QO ——————< 
150 WILLIAM ST., NEW YORK 38, N.Y. 


Reserve for Unearned Premiums 





Capital Paid Up . 
Surplus Over All Liabilities .... 
Surplus to Policyholders 


OVAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO. 
ROVAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK ESURANCE COMPANY © STAR INSURANCE COMPANY OF AMERICA © AMERICAN ANO FOREIGN 
WUSURANCE COMPANY © THE GRITISN @ FOREIGN MARINE INSURANCE COMPANY LTD. © THAMES 
@ MERSEY MARINE INSURANCE COMME, LTO. © VIRGINIA FIRE 2 MARINE INSURANCE COMPAAT 
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SOCHLEESSCHOSS SCOR PSK KCCHBHO 26 6:0 6 


Interest Due and Accrued and Other Assets 


Reserve for Outstanding Losses . 


Reserve for All Other Liabilities .............. : 


THE UNITY 
FIRE ano GENERAL 
INSURANCE COMPANY 


NEW YORK 38, N. Y. 


JOHN A. HEINZE, Chairman of the Board 


GARDNER M. LOUGHERY, Vice President 


THEODORE NEOCLEUS, Secretary 


JAMES T. DUNNE, Asst. Secretary 


Statement as of December 31, 1957 
ASSETS 


$3,253,452.04 
1,652,381.52 
2.173,231.10 
672,897.39 
986,166.54 
434,923.72 
$9,173,052.31 


eee eee reese 








LIABILITIES 


. $ 977,983.77 
3,151,479.08 
Senebes 2,602,457.01 


$1,000,000.00 
1,441,132.50 





* Bonds as above valued on amortized or investment basis. Securities and cash carried 
at $1,671,421.51 in the above statement ere deposited for purposes required by lew. 
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Fire 
— | 
Direct Direct | 
Premiums’ Losses | 
$ $ 

e el . 7,015,660 4,315,665 | 
poor Fire 4,601,331 1,791,983 | 
Country Mutual 4,375,105 1,300,252 | 
Hartford Fire . 3,789,289 1,592,586 | 
North America... .. 3,415,263 1,719,798 
Manufacturers Mut. Fire. .. 3,379,119 242,483 | 
National Fire -......------er+ 3,340,885 1,618,267 | 
American wa. 3,175,534 1,912,304 
Great American va . 2,967,919 = 1,615,587 
protection Mutual .. 2,782,949 501,837 | 
ison Farmers Mut. ...... 202,231 78,358 
a Casualty ....... . 946,504 604,684 
‘Affiliated 96,917 145,192 
Affiliated Unds. 54,826 83,719 
Agricultural _ ...... 413,764 338,306 
Albany ----- 115,810 34,681 
Allstate ....- 332,356 103,893 
Amer. Auto 283 156,249 
Amer. Casualty 318,419 72,129 
Amer. Central 288,688 193,963 
Amer. Druggists 87,797 36,403 
Amer. Equitable 742,247 452,340 
Amer. Farmers Mut. 58,108 32,451 
Amer. & Foreign 50,091 54,140 
Amer. Hardware M 102,198 89,954 
Amer. Home _ ........00 512,986 157,432 
Amer. Indemnity 44,326 25,052 
Amer. Mfrs. Mut. 224,874 74,685 
Amer. Marine ...... 45,481 992 
Amer. Merchant Mut. 85,076 64,736 

Amer. Motorists _ ...... A 7,1 
Amer. States ..... 275,234 ery 

Suret. ’ 5 
— Union | Pea 47,118 28,614 
Arkwright Mut. Fire 207,417 91,918 
Atlantic Mutual  ...........0000 50, 3,134 
Atlas 399,491 272,452 
AUtO-OWNETS —oreceserersesersereeerseee 58,120 16,907 
Badger Mutual 462,827 160,262 
Bankers & Shippers 227,779 73,534 
Berkshire Mut. Fire 41,447 15,420 
Birmingham, Pa. 39,882 346 
Blackstone Mut. ...............4 294 134,913 
Boston 750,809 371 
Boston Mfrs. Mut. ................ 555,013 49,883 
Brotherhood Mut. 114,417 28,648 
IE irsivsegapenepesnces 107,238 93,034 
Caledonian-Amer. 109,013 59,315 
California . 137,495 122,499 
Camden Fire 347,413 208,494 
Canadian Fire .. 60,204 27,190 
189,881 43,529 
392,747 238,159 
23 ,87 326,825 
120,223 15,609 
98,621 57,535 
k 46,923 99,514 
Church “Mutual ... 42,395 1,978 
Citizens Cas. ... 88,319 6,474 
Citizens, N.J. 831,406 501,282 
Commercial _..... 249,406 135,760 
Comml Union, Eng. 327,664 155,949 
Comml Union, % { 190,567 93,573 
Commonwealth 325,014 232,706 
Cam Pee ....... 501,739 175,323 
Continental Cas. 386,902 187,397 
} cm snelniinet 2,577,701 1,412,138 
ornbelt 205, 118,412 

} me City “Mut. 100,984 . 
Detroit F.&M. ........ 264,763 216,195 
Downers Grove Fmrs. 81,54 23,849 
Dubuque F.&M. .... 303,850 158,941 
Economy F.&C. . 113,710 58,908 
Empire State ........ 94, 81,979 

Employers Fire .... 130,675 49, 
Employers Liah .. 122,504 99,638 
Employers Mut. Cas. _... 125,657 39,124 | 
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13 
1957 Fire And Allied Lines Direct Premiums And Direct Losses In Illinois 
Direct Direct | Direct Direct Direct Direct 
Premiums Losses Premiums Losses | Premiums Losses 
$ $ 
$ $ 
Employers Mut. Fire .......... 149,986 95,830 | Mercantile ..... a 93,431 
Equitable F.&M. .... 248,054 125,679 | Merch. & Mirs., “NY. 90,500! Rochester Amer. _................ 230,4 168,691 
Excelsior _............ 64,393 44,207 | Merchants Fire, N.Y. . 206,609 Royal Sanee Seals: 207,985 172,870 
Farmers Auto ......... 171,878 77,675 | Merchants Fire, Colo. 23,716 Royal hela i 1,420,329 1,493,326 
Farmers Elev. Mut. 76,970 1,925 | Merch. Prop., Ind. 3 Safeguard Ea aa 696,464 348,879 
Farmers of York ... 45,314 41,251 | Metropolitan Cas. - 12,785 | St. Louis F.&M. 28,910 10,562 
|.) Reena 645,021 349,262 | Mich. F.&M. ..... 505,480 | St. Paul F.&M. .. 1,573,605 691,752 
+ sar Phenix 2,112,566 906,878 | Millers. Mut., Ill. 244,816 St. Paul Mercury 97,091 86, 
eo 579,220 586 | Millers National .. 72,291 | Scottish Union .... 87,332 50,947 
Fire Exchange, Mo. 67,347 8,842 | Millowners Mut. 9,813; Seaboard F.&M. 33,220 13,870 
Fireman's Fund ..... 1,869,943 1,517,685 | Milwaukee ............... 496, eae 523,943 320,239 
Firemen’s _.............. 1,797,703 1,243,195 | Minneapolis F.&M. 162,240 | Security Natl. 158,969 67,468 
Firemen’s Mut 1,004,051 60,022 | Monarch _ ..............c0000+- 152,456 | South Carolina .. 41,398 26,970 
First National 361,871 218,793 | National American .. 6.115| Springfield F.&M. ‘ 1,382 251 892,558 
ae 158,957 52,872 | Natl. Auto. & Cas. .... 29,441 | Standard Accident .. 182,760 6,841 
General Accident 145,618 77,792 | National-Ben Frank. 87,414 | Standard Fire, Conn. . 459,004 250,139 
| General Cas., Wis. 26,295 4,548 | National Surety ...... 42,632 | Standard Fire, N.J. 247,211 153,884 
General of Seattle 619,701 292,357 | National Union 343,368 | Standard, N.Y. ....... 278,526 613,945 
Glens Falls ...... assene 631,981 270,937 | New Amst. Cas. 32,326! Standard Marine 48,907 334 
Globe & Republic 166,228 92,825 | Newark ................. 124,907 | Star ..... 59,102 39,075 
Grain Dealers Mut. 466,774 69,769 | New England ....... 163,224| State Farm F.&C. 816,118 300,264 
Granite State Fire 47,993 ,729 | New Hampshire Fire 158,619 | Recip. Exch. K.C. 43,330 8,173 
Great Central ..... 54,664 ; i) 8 SS a, | peer a 1 288,936 | Suburban Cas. .. 119,808 39,979 
Great Northern 30,171 2,697 | N.Y. Underwriters x 486,402 | Sun ............. 174,997 + 98,382 
Gulf 200,907 94,273 | Niagara Fire ....... 1,413,583 847,356{ Sun Office 323,612 116,516 
Hanover .. 706,601 348,562 | North British ......... 448,026 223,832 | Switzerland 3 27,194 7,704 
Hardware Dirs. 1,335,367 291,368 | Northern of London 295,526 269,247 | Transcontinental 205,950 105,768 
Hawkeye-Security 210,484 88,556 | Northern of N.Y. ..... 526,085 229,592| Travelers Indem. 1,698,344 932,786 
Holland Amer. 42,277 564 | North River ..............+ 714,948 364, Trinity Universal 376,996 98,757 
Home F.&M. ............ 160,212 24,175 | Northwestern F.&M. 143,639 198,472; Twin City Fire ....... 101,690 186,140 
Home Owners Mut. 245,822 96,339 | Northwestern Mut. 324,448 79,978 | Underwriters, Il. 47,271 21,385 
Illinois Fire sseseesesese 132,811 78,608 | Northwestern Natl. 1,148,921 642,785 | Union 48,792 51,382 
Illinois Mut. Fire 293,817 94,624 | Norwich Union ..... 51 15,766 | Union, Canton  ............. 844 86,962 
Illinois National ... 114,809 10,672 | Ohio Casualty 8,900 | Union Mutual, R.I. 26,236 11,089 
Ind. Mut. Fire ......... 452,011 77,004 | Ohio Farmers 107,787 | United Benefit Fire 31,234 6,330 
Ind. Lumbermens Mut. 457,849 7,533 | Old Colony 211; United Fire ............. 245,197 44,583 
Industrial Mut. ......... 297 3,585 | Pacific, N.Y. 177,702| U. S. Casualty 44,7 79,852 
Institutional _..... 25,984 3,902 | Pacific National. 601) U.S.F.&G. ...... 2,192,457 893,623 
State of Pa. ..... 111,884 51,539 | Palatine __................... 7,515| U. S. Fire 1,814,288 1,128,320 
Interstate F.&C. _... 202,056 34,178 | Paramount Fire 186,126; Valley Forge . 31,082 57,946 
Iowa Hardware Mut. . 150,026 18,141 | Pearl 190,228 | Warner Recip. ae 169,019 22,893 
Iowa Mutual ...... 126,437 63,911 | Pennsylvania Fire .... ,042; Washington F.&M . 35,961 21,161 
Jersey 74,770 59,464 | Philadelphia F.&M. 210,080 ash. General = 55,257 1,576 
+ eae : 59,707 | Pa. Manufacturers Mut. ... 443,493 112,224| West Bend Mut. . 516,370 233,221 
Liberty Mutual Fire 422,383 176,444 | Phoenix, N.Y. 490,135 | Westchester Fire , 592,040 
= _ Sena . 391,075 | Phoenix, Conn. 622,550 | Western, Canada 99,195 64,607 
London & Lancashire ........ 649,024 383,933 | Planet 147,827; Western Fire ........ 303,893 174,933 
Lumbermens Mut. Cas. .... 7,584 268,542 | Pot 64,468 West. Millers Mut. 30,256 14,184 
Lumbermens Mut., Ohio .. 112,087 89,078 | Prov. Washington. ................ x 180,358 | Wolverine _......... 52,950 3,69 
Limah. Und. Alliance .......... 6,568 2,008 | Provident Fire 3 397; World F.&M 60,823 74,237 
ere Mut. Fire ... 27,994 eo Bt UO CER ae eae 289,922 167,087 
anhattan F.&M. ... 048 321,511 | Queen 227,708 | Zurich 124,639 18,986 
Market Mens Mut. . 85,347 82, Reliance ov 236,899 
an ggg ee — 82,550 | Republic, Dallas — 
Se Ny 190,130 | Retail L Ws TR iene 53,479 106, 
vn Extended Coverage 
Direct premiums written and direct losses paid for casualty and Direct Direct 
multiple peril business in Illinois are shown in the accompanying ao ohm <2 
tables. Each of the 8 lines reported on shows the business only of com- 
panies writing direct premiums in excess of $25,000. For the lines of oo Mutual pp arse aa 
ss zn a ; eee .» 2,158, 178, 
general interest, the 10 leading companies in premiums are shown at Actas Fire .. 1,775,948 534,926 
the head of the list in bold face type in order of premium volume; the | Hartford Fire .... -- 1,389,632 650,110 
rest of the companies are listed in alphabetical order. Figures are taken nar gens - ——— pop 
from page 14 of the annual statements of companies as reported to the | American .. 1,111,264 627,192 
Illinois department, Direct premiums and direct losses reflect results | cee pnp saunas 
exclusive of reinsurance transacted, and thus are not generally accept- Fidelity-Phenix 787,767 516,715 
able as reflecting a company’s loss ratio. Direct premiums are the 
gross new business of a company before reinsurance accepted. Lines pone Sib gamma — — 2 = 
included in the compilation are fire, extended coverage, other allied Albany... 248 43,232 
. 2 7 7 , - state .... ' ’ 
lines, homeowners multiple peril, commercial multiple peril, crop hail, Amer. Auto 165,722 54,540 
ocean ari ; ; Amer. Casualt 155,884 42,166 
ETRE, inland marme, Amer. Central .... 92,872 77,599 
Amer. Equitable ..... 276,723 156,582 
Amer. Farmers Mut. 32,207 21,461 
BG .. TO eniccitieniinininn 135,391 59,550 








1401 Peachtree St., 
ATLANTA, GA. 
TRinity 4-1635 





Be 


N.E. 601 Munsey Bidg. 
BALTIMORE 2, MD. 
MuUlberry 5-2504 





WITH ADDITIONAL OFFICES IN 


P. O. Box 8046 905 Central Bank Bidg. 
DENVER 2, COLO. 
AMherst 6-0243 


DALLAS 5, TEXAS 
LAkeside 6-8683 


There’s a world of experience goes into the writing of 
Unusual lines of insurance. 


GENERAL LIABILITY 


WORKMENS COMPENSATION 


FINANCIAL RESPONSIBILITY 
HARD TO PLACE RISKS 


KurTt HiTKE 6& COMPANY. INC. 


General Insurance Agents 


175 W. Jackson Boulevard 


1535 Wilshire Blvd. 
LOS ANGELES 17, CALIF. 
DUnkirk 8-3161 


7950 Biscayne Bivd. 
MIAMI 38, FLA. 


TAXICABS 

TRUCKS - BUSSES 
NON-STANDARD AUTOS 
SURPLUS LINES 


HOME OFFICE 
Phone WAbash 2-3622 
Chicago 4, Illinois 


233 Sansome St. 
SAN FRANCISCO 4, CALIF. 
EXbrook 2-8842 


407 E. Washington St. 
SPRINGFIELD, ILL. 


Plaza 7-7658 8-4305 











Mfrs. 


Caledonian-Amer. 


Fire 
Canners Exch. 


Mut. . 
Surety 


Union, Eng. 
. Union, N.Y. 


Connecticut Fire 
Cream City Mut. . 
Detroit F.&M. 
Downers Grove Farmers .. 35,410 12,936 | L.& 
Dubuque F.&M. : 

Economy F.&C. 
Employers Fire 


Employers Mut. Cas. 
Equitable faa 


Farmers Auto 


Badger Mutual ................. 154,213 69,526 | General of Seattle 


Direct Dieart 
Premiums Losses 
$ 3 
Mut. ; n 46 917 19,44" | Firemen’s 
States sianeveeee ‘ 128,890 91,838 | First i 
‘sei atiabenaiiies 96,717 39,365 | Freeport 
Auto- Owners ...... sii 29,253 30,770 | General 
Bankers & Shippers Gsensdooms 83,773 26,159 | Glens 
Set iase ais caiioadapepieliaeats : 41,169 | Great 
dais 13,569 | Gulf 









Cas. 





Liab. 









Sabishedd veocee = 134.477 5799’ | mM rchants Fire, N.Y. .......... 
one .. 207,758 115,353 | Merchants Fire, Colo. 
Exch., Mo. we 43,978 19,438 | Merch. Prop., Ind. 
Fireman’s Fund _ ..........00..00 601,322 333,599 | Mich. M. 








ies . 200,855 9.,14: | G.obe & Republic .. 
Brotherhood Mut. ........... 70,935 5,761 | Grain Dealers Mut. 





639 Hanover 
72,€49 | Hard. Dealers Mut. Fire ..... 
20,02 | Hawkeye-Security 
66 741| Home F. M. 
189° | Home Owners Mut. 
25 461 | Illinois Fire 
29 1?! | Illinois Mut. Fire 
si 146,114 | Illinois 
ade ian ale 24,960 | Independent Mut. Fire 
100,411 65,925 | Ind. Lumbermens Mut. 
wes 32,031 | S.ace of Pa. 
Commonwealth o.........0..:0000 74,639 | Interstate F.&C. 
: 9 6 Iowa Hardware Mut. 
acnee J 79,448 | lowa Mutual 
ee tees R 72,42\ | Jersey 
19,938 | K.C F.&M. 
31,749 Liberty Mutual Fire 
&L.&G. 











105 36 | London & Lancashire 
a 27,206 | Lumbermens Mut. 
Empire State ....... cious J 149 | Lumbermens Mut., 
39,457 | Manhattan F.&M. 
3.999 | Market Mens Mut. 
51,361 17956 | Maryland Cas. 
er 77,032 38 747 | Mass. . . 
ES SO eens 29,124 29,793 | Mercantile 
91,581 36° £| Merch. & Mfrs. ...... 





Direct 


S3es 





Watch for the man with 


‘THE BUFFALO PLAN’ 





The ‘BUFFALO’ 


Insurance Company with the stamina to back the 
independent Insurance Agent in a vital, forceful way. 
“THE BUFFALO PLAN” for Fire and Casualty 
enables the responsible Insurance Agent to justify and 
earn full standard commissions . . . at less office ex- 


pense than ever before. 


Envelope Drafts; Broad Underwriting Authority; 


Prompt Loss Service. 


There’s a host of additional advantages for the Agent 
in “THE BUFFALO PLAN”, 


A post card will bring you 
“the Man”. 


BUFFALO INSURANCE COMPANY 


220 Delaware Avenue 


is a strong, courageous 











HzeNATIONAL UNDERWRITER 





























Direct 

Premiums 
Millers Mut., Il. .... .- 222,797 
Millers National 97,523 
Milwaukee ..... 302,941 
Minneapolis F. ; 49,212 
MNIIIIED: -  sentacisrsatecesnescs .. 113,655 
Natl. Auto. & Cas. .. =e 30,255 
Natl.-Ben Franklin 62,576 


National Union ...... 2 212,041 


New Amst. Cas. 45,506 
og, Ee 7,081 
New England ..... 82,192 
New Hamp. Fire x 

|S ie eee 205,933 
N.Y. Underwriters 246,686 
Niagara Fire .......... 473,830 
North British _........... 108,838 
Northern of London 90,647 


Northern of N.Y. ...... . 337,448 


North River .............. 287,696 
Northwestern F.&M. 28,920 
Northwestern Mut. 148,938 
Northwestern Natl. .. 488,224 
Ohio Casualty ...... ae 63,808 
Ohio Farmers 199,072 
Old Colony .. 114,544 
Pacific, N.Y. ..... .. 143,060 
Pacific National .. $13,389 
Paramount Fire 2.00.0... 121,083 


Pearl 
Pennsylvania Fire 
Philadelphia F.&M. 
Phoenix, N.Y. ....:. 








Provident Fire 
as 
Reliance _.............. 
Republic, Dallas 
Rochester Amer. 





Royal Exchange 85,920 
Royal 314,838 
Safeguard ... 278,534 
St. Paul F.& 686,803 
St. Paul Mercury 33,785 
Scottish Union 33,263 
Security ........ a 198,922 
Security National 72,509 
Springfield F.&M. .. 530,985 
Standard Accident .... 61,605 
Standard Fire, Conn. 194,542 
Standard Fire, N.J. 112,848 


Standard, N.Y. ....... 119,451 
Standard Marine 27,320 
State Farm F.&C. 








Suburban Cas. ............ = 62,808 
Sun : ‘oe 74,158 
Sun OFFIC] . ......cccr.ccoroese ie 93,339 
Transcontinental ~ 83,480 
Travelers Indem. 544,205 
Trinity Universal 140,173 
Twin aay po. 27,114 
U.S.F.&G. _....... .. 630,330 
U. S. rive REI - 695,456 
Washington F.&M. as 25,878 
West Bend Mut. ..... 216,881 
Westchester Fire 375,248 
Western, Canada 42,527 
Western Fire 119,825 
Yorkshire 84,309 
TIED. \scssnicacsecsivecisnrepesehinatidaints 35,178 
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onus Accident .. 
General of Seattle . 


Globe & Republic 





Hard. Dealers Mut. Fire .... 
Hawkeye-Security 





Illinois National 
nee ne of ey Amer. 





Liberty Mut. mn 
L.&G. wi 
London & Lancashire ......... 


Lumbermens Mut. Cas. 
Lumbermens Mut., 





Michigan F.&M. 


Millers National 


New Hamp. Fire 
Fi 
N.Y. Underwriters 


Northern, London 


Northwestern — 
Northwestern Natl. 


Pacific National 4 





rl 
Philadelphia F.&M. 








Allied Lines (Fire) 










Direct 
Premiums 
$ 
Aetna Casualty ...................... 44,065 
Aetna Fire ..... iam 34,875 
Continental _........ i 
Country Mutual 106,520 
Fidelity-Phenix 31,050 
Florists Mutual ........ 349,627 
Grain Dealers Mut. 7,123 


Great American ...... 
Hartford Fire ................. 
Home 
North America deuidestinntinsts 
Millers Mut., I. ... 

Millers National 
National Fire _.......... ” 
Pennsylvania Fire ............... 








Standard Accident 


State Farm F&C. 








Transcontinental 
Trinity Universal 


West Bend Mut. 
Westchester Fire 





Homeowners MP 














Direct 
Premiums 
North America .................... 1,987,066 
Aetna Fire .......... — 
Firemen’s 
Home 
ROPING. .  snsaceeniecsessscbtonseoesissin 


Hartford Fire 
Nati I Fire 
Travelers Indem. 
American ............... 





IIE © dnteinisnccsatinttesroniines 
Allstate 
Amer. Auto ...... 
Amer. Casualty 
- .  ... ae 
Amer. Equitable 
Amer. Home ....... 
Amer. Mfrs. Mut. . 




















Amer. Motorists 67,024 
Amer. States 655 
Anchor Cas. .. 26,541 
Atlantic Mutu 1,907 
Atlas 41,493 
Badger Mutual... 905 
Bankers & Shippers .......... 53,895 
Bost 105,118 
Camd Fire 50,365 
ID | cisiinssbeisticsinsaccets 112,813 
MD. -siinicncscrssctbeasbecancpemmaesioincs 102,523 
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Direct 
Premiums 
$ 

mmil. Union, Eng. .......... 336,468 
Sreenl. Union, N.Y. .......... 37,707 
Commonwealth. .......... 79,873 
Connecticut Fire .. 272,913 
Continental — .........0+-+ 144,286 
Country Mutual 68,559 
Dubuque F.&M 62,468 
Empire State .... 67,813 
Employers Fire 171 
Employers Liab. 34,641 
Employers Mut. Fire 1299 
Equitable F. aa 155,791 
Farmers Mutual Hail 27,608 
ACTA) —enevesensesenesersenenseneneee 518,778 
Fidelity & Deposit 504 
Fidelity-Phenix 210,301 
Fire Assn. ..... 85,769 
FireMen’sS —eeeseeseseves 132,213 
General of Seattle “851 
Glens Falls 1... 140,795 
Granite State Fire 78,725 
Great American 349,869 
HaMover  eeeegeecsessseseessreees 77,472 
Hard. Dirs. Mut. Fire 147,508 
Hawkeye-Security 36,105 
Holland America boy 
Home F oe 


Indemnity of No. Amer. as 


Manhattan F.&M 
Marine, England ... 

































Maryland Cas. ... 
Mass. F.&M. ... 45,662 
Mercantile _.......... 192 
Merchants Fire ... 136,682 
Mid-Union Indem. 51,502 12,862 
Millers Mut., Ill. ... 49,699 20,532 
Millers National 332,290 256,082 
Milwaukee ............. 49,508 16,320 
National Fire ..... 664,591 539,055 
National Surety . 130,029 140,930 
National Union ..... 247,866 97,368 
New Amst. Cas. 626 50,213 
IEE “Gansisceudpeesevevt 41,226 48,127 
New England ...... 38,657 31,222 
New Hamp. Fire ... 62,437 24,940 
N.Y. Underwriters . 104,; 56,103 
Niagara Fire ......... 267, 172,036 
Northern, London 4 81,447 
North River _....... 405 
Northwestern F 898 
eawenern 34,028 
Northwestern 5 
Old 74 43,923 
Pacific, N.Y. ... ! 
Pacific National . ........000006 38,370 
Pearl 26,323 
Pennsylvania Fire 69,097 
Philadelphia F.&M. —6,724 
Se > Se 103,981 
Planet 62,984 
SUES TTS sexcesesecveneicecaieenies 105,201 
Queen 34,493 
I chin scnicictssabegtencnantctenpinnes 184, 
Royal Exchange . 10,728 
SII ‘Givecencststoninese 102, 
Safeguard ......... 17,843 
St. Paul Mercury 47,965 
EUUUEMET — _ccoseccvessvccccesees 40,669 
Security National . 26,725 
Springfield F.&M. ... 150,535 
Standard Accident wad 035 8,269 
Standard Fire, N.J. 0. 409 74,941 
Sun 141,892 65,222 
| eee 243,585 112,066 
Transcontinental 39,707 36,988 
» Se | 5 eases 
Travelers Indem. 497,984 244,999 
Truck Exchange 92,080 39,851 
Twin City Fire 54,735 35,559 
London Lloyds 593,187 127,524 
U.S. Casualty 77,907 36,005 
US.F.&G. _..... 629,563 540,656 
U. S. Fire 193,966 240,288 
Universal _........... 100,464 52,526 
West Bend Mut 41,130 420 
Westchester , .. 861,746 221,734 
EEE DPRBWD . Chsseccesvocersovesssonsss 58,389 30,626 
. 
Ocean Marine 
Direct Direct 
Premiums Losses 
$ 
Fireman’s Fund 2.00.0... 2,050 267,422 
North America 422,904 $20,306 
Fidelity -Phenix 313,270 83,405 
Aetna Fire 309,175 139,239 
Continental . 285,577 198,793 
Westchester Fire 237,739 89,015 
Centennial 234,491 81,167 
BIE Nicscistansitoncee 231,895 93,282 
Federal Seesoatl 223,445 49,234 
National Union ..... 213,183 228,787 | 
Aetna Casualty 120,994 71,553 
ea 45,675 8, 
Atlantic Mut. 138,924 37,979 
Assn. 98,146 8,417 
men’s _...., . 22.376 
General of Seattle 118,653 55,242 
Glens Falls ............ 121,230 79,451 
Hartford Fire ......... 87,045 481 
berty Mutual Fire 26,198 5,682 
ne, England ....... 986 1,554 
New Amst. Cas 77,252 16,411 
Hamp. Fire 306 101,452 
N.Y, Underwriters 66,180 7,278 
New Zealand. ....... 5 gr esc 
North River 46,383 9, 
Old Colony ..... 28,691 17,167 
Phoenix, N.Y. 157,236 111,145 
Phoenix, Conn 36,215 2:722 
Prov. Wash. ......... 200,845 83,436 
St. Paul F.&M. oscscscscscee 44,595 23,971 
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Direct 
Premiums Losses 

$ $ 
Travelers Indem. .............-. 31,900 16,803 
Union Marine  2.......cccecceceeeeeee 333 37,300 
. 2 3: ” eet 97,101 62,885 
MOOD. csccesicnrenesencsvntsvcnidiated 55,67! 21,688 

. 
Crop Hail 

Direct Direct 
Premiums Losses 

$ $ 
Country Mutual ........... 549,833 
Farmers Mut. Hail 82,871 
Home 78,403 
SE BRNO scticseesccesttincnic 539,055 
Aetna Fire ........ 96,610 
State Farm F.&C. . 61,868 
a 370,967 49,253 
Fidelity-Phenix _ .....................- 251,731 36,506 
Great American .................... 246,001 24,292 
Conti tal 219,437 19,611 
I. sisckbisiiiisimhctetiamatiiininen 137,527 13,404 
CO ig - ees 30, 551 
Boston 36,583 8,166 
Fireman’s Fund. ......ccsesesesss 137,194 7,952 
Home F.&M. ........ q 2,469 
North America .. 203,519 45,775 
95,912 6,217 
88,298 5,253 
76,516 9,598 
36,964 1,707 
Springfield F.&M. 208,514 20,672 
Transcontinental 28,16: 7,341 
> = 111,144 5,447 
Westchester Fire ............... 2,946 





Commercial Multiple Peril 













Direct Direct 
Premiums ‘Losses 
$ 

Aetna Casualty... 29,732 4,162 
SA: BIE cedecniisiinntincatnens 1 116,740 
American 51,137 17,084 
Centennial _........... 260,739 163,356 
Continental Cas. 72,355 49,465 
DIET. wuiiinshattinsnntnanactics 83,055 43,459 
Fireman’s Fund . 409,273 32,254 
Great American ... 35, 14,634 
North America ..... 221,516 379,049 
QS, srecscctcsminiess 83,172 6,783 
Royal 30,346 837 
Se 3 peers 40,284 78,229 
London Lloyds .- 120,991 81,078 
U.S.F.&G. 45,471 1,678 


Peerless Takes Fire 
Units To Head Office 


The fire underwriting and fire loss 
departments of Peerless which have 
been operating from Hartford, have 
been moved to Keene, N. H., and 
combined with the company’s other 
activities in its new home office build- 
ing. This consolidates the fire under- 
writing and the fire loss departments 


acquired by Peerless through pur-| 


chase of Caledonian’s portfolio, the 
purchase of Caledonian-American and 
the management of the Netherlands’ 
U. S. business, with Peerless’ mul- 
tiple line activities. 

Joseph Sorge, assistant secretary, 
will be in charge of all fire under- 
writing. He has been with Caledonian 
since 1944, dividing his time between 
underwriting and _ field activities. 
Frank C. Massin, who joined Peerless 
in 1955, will manage the inland mar- 
ine department. William H. Kennedy, 
who joined Peerless in 1953, will head 
the fire loss department. 

George L. Armstrong, who formerly 
managed the company’s fire business, 
has resigned as vice-president and a 
director of Peerless. Raymond  T. 
Sweeney, vice-president, will be as- 


| sociated with the Peerless branch at 
| Hartford, where he will be available 
| for consultation on fire matters. 


L. A. Surety Men Elect 


LOS ANGELES—Surety Under- 
writers Club of Los Angeles has elect- 
ed the following as 1958 officers: Ro- 
bert Minot, General of Seattle, chair- 
man; Garry Jarvis, United Pacific, 
vice-chairman; William Peck, Pacific 
Indemnity, secretary-treasurer. 

Speaker was Lin Hollinger, chief 
administrative officer of Los Angeles 
county, who spoke on the Los Angeles 
Civic Center Improvement Plan. 


Barr Named Director 
Of Hanover And Fulton 


Paul H. Barr, vice-president in 
charge of the western department of 
Hanover, has been 
elected a director 
of both Hanover 
and Fulton. Mr. 
Barr joined Han- 
in 1925 as special 
agent in Iowa. 
Later he was state 
agent in Nebraska 
and in Missouri. 
He was named 
resident secretary 
of the western de- 
partment in 1945 
and vice-president 
there in 1948. 


Paul H. Barr 


Earl F. Casey, New England field su- 
pervisor of Excelsior, has joined Shail- 
er & Greene agency of Warwick, R. I. 
Mr. Casey started with Aetna Cas- 
ualty in 1940 and after coast guard 
service went into the agency business. 
In 1955 he took over agency supervi- 
sion of Excelsior in New England. 
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Wins $275,000 In N. Y. 
Pre-Trial Settlement 


A man permanently paralyzed from 
the waist down when a pneuinatic 
lift failed and fell on him at a service 
station where he was employed won a 
$275,000 out-of-court settlement in 
the Bronx, N.Y. 

According to clerks of Bronx su- 
preme court, the award in favor of 
Arthur Dionisio, 45, against Socony 
Mobil Oil Co. represented the largest 
pre-trial settlement ever made to an 
individual in the state. Mr. Dionisio 
had sued for $1 million. 


Offer $50 To Halt False Alarms 


In an effort to check the increasing 
number of false fire-alarms in Dayton, 
Dayton Fire & Casualty Underwriters 
is offering a $50 reward for the con- 
viction of any person turning in a false 
alarm. Bradley Schaeffer, secretary,. 
told Police Chief Paul J. Price the of- 
fer would apply to any false alarm in 
Dayton and would continue until fur- 
ther notice. Ten false alarms were 
turned in within a two-hour period 
recently. 























Takes only minutes to show client visually what coverages he has and what he 
needs. No typing necessary. For futher details, send handy coupon below. 


A 





foentx of Hartford 


INSURANCE COMPANIES 


COMPANY EQUITABLE FIRE AND MARINE UNSURANGE COMPANY 





SHR PHOENKE INSURANCE COMPANY THE emg 


MINNEAPOLIS FIRE AND MARINE INSURANCE COMPANY RELIANCE INSURANCE COMPANY OF CARADA 


ALL FORMS OF INSURANCE EXCEPT LIFE 





The Phoenix of Hartford Insurance Companies 


61 Woodland St. 
Hartford 15, Conn. 
Sales Development Department 


Please give me more information about selling more with your new Cover-All Plan by 


sending me your Folder #4G. 











att 


STATE. 




















I'll bet the one 
in the middle is a 


RELIANCE FIELDMAN! 





RELIANCE INSURANCE COMPANY 


formerly Fire Association of Philadelphia 


Head Office: 401 Walnut Street, Philadelphia, Pennsylvania 











Hie NATIONAL UNDERWRITER 


Ohio Mutual Agents 
Hold Annual Rally 


Ohio Assn. of Mutual Insurance 
Agents held its annual two-day con- 
vention at Columbus last week. Ap- 
pearing on the program the first day 
were W. Daniel Dayton, insurance 
manager O. M. Scott Lawn Seed Co., 
“Ye Reap What Ye Sow;” George H. 
Frack, Bowling Green State Univer- 
sity, ‘“Salesmanship—yYesterday, To- 
day, Tomorrow;” Russell May, secre- 
tary Inland Mutual, “Handling of 
Financial Responsibility Risks.” 

Also, Ralph Thomen, warden Ohio 
| insurance department, “Insurance 
Laws and Enforcement Problems;” 
John Bickley, professor of insurance 
Ohio State University, “Trends in 
Insurance Merchandising,” and Philip 
Baldwin, general manager National 
Assn. of Mutual Insurance Agents, 
“Your National Association at Work.” 


The second day which began with | 


a past president’s breakfast, had the 
following speakers: Alden C. Palmer, 
Indiana commissioner, “Sound of the 
Trumpets;” Minott M. Rowe, president 
Worcester Mutual, “Evolution and 
Revolution,” and John D. Long, pro- 
fessor of insurance Indiana University, 
the luncheon speaker. 

T. E. Corder of Columbus was con- 
vention chairman. 

Ohio 1752 Club elected at the meet- 
ing Charles P. Esterly, Hamilton Mu- 
tual, as president. Other officers named 
were: Russell B. Davis Jr., Lumber- 
mens Mutual of Mansfield, vice-presi- 
dent, and William A. Haase, Worcester 
Mutual, secretary-treasurer. 





Convention Dates 





of Mutual Insurance 
Portland. 


Conrad Hilton 


23, Maine Assn. 
Columbia hotel, 


Chicago 1-Day, 


April 
Agents, 
April 24, 
hotel 
April 24-26, Southern Agents Conference of 
NAIA, Fontainebleau hotel, Miami Beach. 
April 28-29, lowa Assn. of Mutual Insurance 
Agents, annual, Hotel Savery, Des Moines. 


April 28-30, National Assn. of Independent 








Insurance Adjusters, annual, Sheraton Plaza | 


hotel, Boston. 

May 1-3, Louisiana Assn. of Insurance Agents 
annual, Edgewater Gulf hotel, Edgewater 
Park. Miss 

May 1-3, North Carolina Assn. of Insurance 
Agents, annual, Hotel Carolina, Pinehurst 

May 2-3, Oklahoma Assn. of Insurance Agents, 
annual, Mayo hotel, Tulsa 

May 4-6, New York State Assn. of Insurance 
Agents, annual, Hotel Syracuse, Syracuse. 

May 5-7, American Mutual Insurance Al 
liance annual, Edgewater Beach hotel, 
Chicago 

May 7, Illinois State Assn. 
writers, annual sales congress, 

building, Chicago. 

May 8-9, Ohio Assn 
Netherland Hilton hotel, Cleveland. 

May 8-9, Conference of Mutual Casualty 
Companies, claim conference, Conrad Hilton 
hotel, Chicago 


of A&H Under- 


Sizes: letter, legal, check, 
| deposit slip, tab card ... 
10 others. 


Prudential | 


of A&H Underwriters, 


| CANTON 6, OHIO 


May 11-13, Alabama Assn. of Insurance Agents, | 


annual, Dinkler-Tutwiler hotel, Birmingham. 

May 11-14, American Assn. of Managing Gen- 
eral Agents, annual Broadmoor hotel, 
Colorado Springs, Colo 

May 12-14, National Assn of Mutual Insurance 
Agents, midyear, Kentucky hotel, Louis- 
ville 

May 13-14, Illinois Bureau of Casualty Insurers, 
annual, St. Nicholas hotel, Springfield 

May 16-17, Texas Assn. of Insurance Agents, 
annual, Rice hotel, Houston. 

May 19-23, National Fire Protection Assn., an- 
nual, Palmer House, Chicago. 

May 21-23, Insurance Company Education 
Directors Society, annual, Skytop lodge, 
Skytop, Pa. 

May 22, Midwestern Indepensent Statistical 
Service, annual, LaSalle hotel, Chicago. 

May 23-24, Florida Assn. of Insurance Agents, 
annual, Fontainebleu hotel, Miami Beach. 

May 25-27, Florida Assn. of Mutual Insurance 
Agents, annual, Balmoral hotel, Miami 
Beach. 

June 1-4, Insurance Accounting & Statistical 
Assn., annual, Sherman hotel, Chicago. 

June 2-3, Eastern Underwriters Assn., midyear, 
Whiteface Inn, N. Y. 

June 6-7, Pennsylvania Claim Men’s Assn., an- 
nual, Bedford Springs, Pa. 

June 8-10, Maryland Assn. of Insurance Agents, 

midyear, Commander hotel, Ocean City. 
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REASONS 
FOR 
P/W POLICIES: 

¥ Quality 


Integrity 
¥& Friendliness 





PROVIDENCE 
WASHINGTON 
INSURANCE 
COMPANY 





20 WASHINGTON PLACE ¢ PROV., R. I. 





GOT HIGH-PRICED HELP 5 
e LOOKING FOR RECORDS « 


LOW-COST “CONVOY”? 


e STORAGE FILESe 
“ mit — « * 















] 


All your semi-active or inactive records 
are instantly available. What o time and 
money-saver today! 

Rigidized permanent Drawer and Shell 
construction eliminates shelving and costly 
searching (the biggest item). 

All this at half the cost of steel because 
“CONVOYS” are heavy duty 
corrugated board processed to 
remarkable strength. 


joe Bs as 






There’s a dealer 
neor you — or write 


CONVOY, Inc. 


STATION B, BOX 216 U 








Facilities For 
MALPRACTICE 
& 


GENERAL LIAB 
EXCESS 


PRIMARY 


Ina es Vited 


Win. K. O'Connor & Co. 


53 West Jackson Blvd. 
Chicago 4, Ill. 
HArrison 7-1721 


April 18 
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Blackjacked Citizen 
Entitled To Damages 


California’s fourth court of appeal 


iyas upheld a trial court’s verdict that 


, citizen of Kerman, Cal., who was 
slackjacked by a police officer was en- 
itled to recover damages from Indem- 
sity of North America, which insured 
the city. The case is reported in 9 CCH 
(Fire & Casualty) 514. 

Officer William P. Young while on 
duty struck Mr. Estrada on the head 
with his blackjack, inflicting injuries. 
The latter submitted a verified claim 
to the city for the resulting damages, 
and this was transmitted to the com- 
pany. 

The company decided it was not 
liable. Estrada then filed suit, naming 
only Young as defendant. He was 
served with a complaint and summons 
put did not deliver them to the injurer. 
Young defaulted in the suit, and judg- 
ment of $11,287 was entered for 
Estrada. In the suit he contended that 
Indemnity of North America was li- 
able to him under the policy issued to 
the city, and the court sustained him. 
It held that Young was an official of 


\ the city when he struck Estrada and 


therefore was insured under the terms 
of the policy. 


Covered Only. Elected Officials 


The insurer appealed on the ground 
that the policy covered only “elected” 
officials of the city. But the court 
ruled that if this were the intent of 
the coverage the word “elected” should 
have been used. The company also con- 
tended Young was merely an employe, 
but the court held he had an official 
status. The company further main- 
tained that the policeman’s failure to 
deliver suit papers relieved it of liar 
bility. But the court pointed out that 
the company had denied liability under 
the policy after investigation, prior to 
the action against Young. 

Harold Parichan, Oren, McCartney 
& Sells appeared for the company, and 
Avery, Meux & Gallagher for Estrada. 


Wants Welfare Funds To 
Be Registered With U. S. 


WASHINGTON—The McClellan 
committee investigating conduct of 
unions and management in its first 
report on past vear’s activity, recom- 
mended legislation that union labor 
pension, health and welfare funds be 
registered with the federal govern- 
ment, reported on in full, and their 
details publicly disclosed. 

This is the general line of legislation 
Tecommended last year by the Douglas 
subcommittee of the Senate committee 
on labur and public welfare. 
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Says Trained Men, Not Agents, Should 
Adjust Steadily Increasing Small Losses 


B. P. L. Carden, general adjuster of 
the National Board, told a loss execu- 
tives meeting at Atlanta to give more 
consideration to steadily increasing 
loss ratios. He said that the broaden- 
ing of contracts in recent years has 
resulted in a tremendous increase in 
the number of small losses, a signifi- 
cant percentage of which are ques- 
tionable as to coverage, of a mainte- 
nance nature, or subject to deprecia- 
tion or a deductible. He added that 
these are technical situations which 
can best be handled by trained ad- 
justers and it is encouraging to note 
that recognition of this fact is be- 
coming more prevalent by the com- 
panies. 

Mr. Carden noted that in recent 
years the adjustment of small losses 
by agents has become almost stand- 
ard practice. In commenting on this, 
he said: “In most cases where this 
privilege is granted to an agent, the 
company receives responsible service. 
Nevertheless, throughout the business 
there is a grave danger of a tech- 
nique developing which may be de- 
scribed as ‘have it fixed and send us 
the bill.’ This practice, naturally, is 
frowned upon by all responsible loss 
men. It can only result in the en- 
gendering of a contempt for our busi- 
ness in the minds of intelligent policy- 
holders, and in these days when good 
public relations are so vitally impor- 
tant in our business, nothimg could be 
worse. I submit that the policyholder 
who has a claim is entitled to the 
personal attention of the company’s 
representative. 


Another Feature Involved 


“There is another important feature 
involved in the current method of 
handling small losses,” he continued 
and quoted from the National Board 
recommended code of procedure: “if 
we are to preserve our essential ad- 
justment facilities, which represent a 
substantial investment, the younger 
men in adjusting organizations must 
have small losses to adjust as part of 
their early training. This is of partic- 
ular importance in connection with 
the National Board catastrophe loss 
adjustment program. 

“It cannot be gainsaid,” Mr. Carden 
said, “that the adjustment of a large 
percentage of all losses by agents in 
normal times reduces the need for 
qualified adjusters. Consequently, 
when catastrophes strike, the busi- 
ness is unable to cope adequately with 
the heavy volume of losses. 


“While we are on the subject of 


unfavorable loss ratios, it is advis- 
able to consider once again the ques- 
tion of depreciation. Unfortunately 
there is too often a tendency to give 


this important subject a ‘once-over 
lightly’ treatment. 
“Make no mistake, however, this 


subject has again become particularly 
acute in the past year and various 
segments of our business, such as the 
Western Loss Assn. and the Western 
Underwriters Assn., have expressed 
themselves in the form of resolutions, 
and otherwise, very forcibly on the 
subject of failure to take depreciation 
except where such coverage is pro- 
vided. 

“When losses are overpaid, what 
does the insured really think about 
the insurance industry? Is it not true 
that the great majority of our in- 
sureds are reasonable, thoughtful cit- 
izens, who expect to be treated as 
such and who look to us for honest 
recognition of a just claim? They are 
as aware as we are that a too liberal 
adjustment is evidence of infidelity. 
Whether the claim be large or small, 
the insured is not so naive that he 
will fail to recognize that an over- 
paid claim must be reflected in an 
increased loss ratio and, subsequently, 
increased rates. He has reason to be 
suspicious of the insurance industry 
or even to doubt the soundness of the 
business to which he paid his pre- 
mium dollar. The public relations pur- 
chased by such practices can only be 
bad,” he concluded. 


Carpinter & Baker Names 
Kumpf On Pacific Coast 


Carpinter & Baker, New York mar- 
ine underwriting office, has put Edgar 
A. Kumpf in charge of the new Pa- 
cific coast department. Most recently 
he has been ocean marine manager of 
the Pacific department of Hartford 
Fire. 

He established the Pacifie coast 
ocean marine department of Aetna 
Fire in 1950. His experience in ocean 
marine started in 1929 at San Fran- 
cisco and has included brokerage ex- 
perience and nationwide underwriting. 


Whalen Leaves ICC For Insurance 


G. Chandley Whalen, for the past 
four years chief of the insurance sec- 
tion Interstate Commerce Commission, 
has resigned. He will direct the eastern 
operations of Transport Ins. Co. of Dal- 
las. Transport has heretofore confined 
its operations to the southwestern and 
central regions. A branch office, under 
the direction of Mr. Whalen, will be 
opened in Washington. 
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Zone 5 Commissioners 
Meet In Colorado 


Commissioner Harvey Combs of Ar- 
kansas was elected chairman of Zone 
3 of National Assn. of Insurance Com- 
missioners last week at the meeting in 
Colorado Springs attended by 240 de- 
partment and industry representa- 
tives. The group recommended that 
Commissioner Beery of Colorado be 
the zone representative of the execu- 
tive committee of NAIC. 

The meeting was marked by a lack 
of controversial activity. Principal 
speaker was Arch Northington, Ten- 
nessee commissioner and vice-presi- 
dent of NAIC, whose theme was-the 
need for improved insurance public 
relations. Mr. Northington said the in- 
dustry and the states need not fear 
federal regulation so long as the forces 
of reasonable competition are per- 
mitted to exist. 

The scheduled open meeting of the 
NAIC sub-committee on mortality ta- 
ble X-17 for the life business was 
cancelled. There were two or three 
executive sessions of the sub-commit- 
tee, but no open discussion. The sub- 
committee meeting did, however, pro- 
mote the attendance of commissioners 
from other zones, there being about 
12 department heads in attendance. 

At a meeting of the department rat- 
ers, Lawrence Stratman of Nebraska 
was elected chairman. 

Some concern was expressed by the 
automobile insurance people over the 
remarks of Gov. McNichols of Colo- 
rado to a reporter that he would rec- 
ommend full public hearings on rate 
increases. This arises from the recent 
automobile rate situation in Colorado 
which received intense newspaper 
publicity. The bureau filing for more 
rate was approved by the commission- 
er without public hearing, as required 
by law, and some of the politicians 
seized on this as an excuse for charg- 
ing the business with foisting higher 
costs on the public by devious means. 


Stuyvesant Names Claim 
Manager At Chicago 


Vincent J. Cuddy, 
claims field in Illinois for several 
years, has been 
named claims 
manager for 
Stuyvesant at its 
reinsurance de- 
partment in Chi- 
cago. Mr. Cuddy 
was with E. S. 
Gard independent 
adjusters at Chi- 
cago for about six 
years and was also 
for a time with 
Reserve there. 


active in the 
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You Think You Got Troubles? 





Why Life Looks Good To Fire And 
Casualty Man But Not Vice-Versa 


Some life companies have been chafing against the New York restric- 
tions that prohibit them from doing a fire or casualty business or even 
owning control of a company in that field. To help reconcile them to 
their lot and for the benefit of all who find it easier to laugh at the 
other fellow’s troubles than their own, we offer this fantasy written 
by John N. Cosgrove of the editorial staff of The National Underwrit- 


er’s Fire and Casualty Edition. 


By JOHN N. 


The president of a leading multiple 
line insurance company recently be- 
came quite frustrated when he, his 
financial vice-president and his public 
relations man were laboring over the 
annual report. He had an uncontroll- 
able desire to bare his soul to the 
stockholders, but realizing this would 
not seem fitting in the published docu- 
ment he decided to write a private 
version of the report for his own 
satisfaction. He did so and placed it 
in his safe with instructions: “Not To 
Be Read Until My Company Shows 
An Underwriting Profit.” Since pres- 
ent readers may not see this develop- 
ment, life expectancy being what it is, 
he was prevailed upon to release some 
of the highlights of his “unghosted” 
version. They follow: 


. Passed Up Munitions Job 


To Our STOCKHOLDERS: For the sec- 
ond straight year I am tempted to end 
it all. When I recall that I once had 
an opportunity to work in a munitions 
depot I wonder what possessed me to 
choose this business instead. Somebody 
said it offered more security than 
working with live ammunition and I 
believed it. I was also told I could 
advance to the top—and it was just 
my luck to make it. 

We lost our shirts again this year— 
$12 million to be exact—from what is 
jocularly known as underwriting. One- 
half the population of this country 
must be busy serving on juries, giving 
our money away, and the rest are 
fire-bugs—with the possible exception 
of my wife and the pastor of our 
church. Our assets and surplus look 
like busted water mains, and you know 
how hard it is to find a plumber. 


Adjustments Were Necessary 


We did make some money on invest- 
ments, and when we put everything 
together we only lost 13 cents a share 
—after adjustments, including several 
the chiropractor made on our comp- 
troller whose head was caught in the 
electronic computer. 

It’s hard to tell a sad story like last 
year’s results, and so we had the fore- 
sight to hire a public relations man. 
It took us 20 minutes to explain our 
business to him, and then he was ready 
to tell us how to run it. He advised us 
that word of mouth communication 
was most effective and that every 
employe, including myself, should tell 


COSGROVE 


our problems to all our friends. I told 
both of mine. One suggested I take a 
long cruise and the other took his 
policies away from us and became a 
self-insurer. Both had their lockers 
moved from my section at the golf 
club. 


Enlightened The Commuters 


Since I got nowhere with my friends 
I thought I’d enlighten some of the 
folks on the commuting train. I had 
a pleasant chat with one lady who 
looked understanding, but after I had 
finished she said: “You seem to be a 
nice person and I have my shopping 
money with me, so if you need enough 
for lunch and to get around town to- 
day, why you’re welcome to it.” She 
was happy to hear I could get along 
for a while. 

Incidentally, our public relations 
man left recently. He wanted some 
less exciting assignment and lined one 
up as adviser to the president of a 
Central American republic. 

As I stare into the fog of the future 
I can’t see anything even vaguely 
hopeful . . . so I have stopped staring. 
Instead I haul out our annual reports 
from five or six years ago and look at 
those appetizing pie charts. We were 
really getting a slice then. 

Our “Grand Old Man,” Titus Flint, 
chairman of the board, retired during 
the year after what seemed like an 
eternity with the company. Somebody 
told me he will be missed. 

My probable successor (and he can 
hardly wait), J. T. Brightstar, was 
named executive vice-president in 
1957. I think he could be a big help to 
me, but he and seven other officers 
disappeared into a committee meeting 
last August. I had Xmas cards from 
most of them. I did see one of our 
assistant treasurers on John street, 
during the holidays, and he waved to 
me. 


After Four Years: Recommendations 


Our expense control committee has 
been hard at work for four years and 
has brought in several recommenda- 
tions: Dispense with 25-year service 
pins; cut our advertising, since the 
agents will find us anyway; and let 
the field men off at 11:30 every morn- 
ing so they can have lunch at home— 
or, better yet, at an agent’s house. 

Our underwriting committee sug- 
gested we enter the canine insurance 


field where you can still make a buck 
because there’s no moral] risk or claim 
consciousness. 

I don’t know what we would have 
done in 1957 without our loyal staff 
of employes. They are constantly in- 
terrupting their coffee breaks for such 
emergencies as keeping up with loss 
reports and getting the day’s work out 
no later than three months behind 
schedule. 

Our directors have been a big help 
too. When things were going well with 
us I thought they were a pretty dumb 
crew, but they seem to be getting 
smarter as the ink gets redder. 

As for our agents, I don’t believe 
there has ever been a body of men 
like them. 

Last year we told you about the 
package policies we had wrapped up 
for the public’s protection. We said 
then that returns on these would be 


— 


terrific—and they are. We're getting 
troubles in packages now, not singly 
as in the old days. 

Our investment officers seem pretty 
happy. They had a fair year althoug) 
they couldn’t quite bail us out. By 
they don’t seem to resent my comi 
in every day, and we still go to lung 
together occasionally. 

If you’re still interested, you’ll fin 
all the balance sheets on pages 36-4 
of this report. They have been audite 
by the independent firm of Cautiouy 
& Upright, who tell us that these fig. 
ures represent what actually happene 
around here last year. 

We will be happy to hear from yo 
as in the past, but this year instead of 
asking questions, couldn’t you pleas 
arrange to come in with some answers’ 
After al), it is your money. 

Regretfully submitted, 
Your President 





Loss Of Consortium 


Again Court Issue 


WASHINGTON—U. S. court of ap- 
peals here has sent back to district 
court for trial that part of a negligence 
suit charging loss of consortium. Le- 
land K. Aubrey and wife sued the 
government after Aubrey, a govern- 
ment employe, fell in 1954 and broke 
his ankle. He was preparing the sail 
loft at the naval gun factory for a 
navy relief ball. He collected $989 in 
compensation, but then sued for $25,- 
000 damages. His wife joined in the 
suit alleging negligence and $5,000 for 
loss of consortium. They lost in the 
district court and appealed. 


Upheld Lower Court 


The appeals court upheld the lower 
court’s ruling that a government 
worker who receives compensation is 
not entitled to further damage pay- 
ments, because Congress gave him an 
exclusive remedy in workmen’s com- 
pensation. 

However, the appellate court said 
Mrs. Aubrey is entitled to damages if 
the government was negligent, as 
she claimed. It sent the case back to 
district court for trial on that question. 


Kemper Group's Spring 
TV Series Ready To Go 


Kemper companies’ spring televi- 
sion program has scheduled the Jack 
Paar show and NBC News. Lumber- 
mens Mutual Casualty and American 
Motorists will be featured on 18 dates 
between April 14 and June 4 over 77 
NBC stations throughout the country. 

Beginning April 14, one-minute 
commercials will be shown on eight 
consecutive Monday night perform- 
ances of the Jack Paar show, and on 
two Thursday shows, April 17 and 24. 
The NBC show with Chet Huntley 
and David Brinkley will be sponsored 
on eight consecutive Wednesday 
nights beginning April 16. 

The live and filmed commercials, 
scheduled to reach a weekly audience 
of 14 million viewers, will emphasize 
security, service and savings offered 
by agents of the Kemper companies. 


Agency's 50th Birthday 


Is Community Event 
POCAHONTAS, ARK.—Lantie R. 


Martin, a past president of Arkansa} 


Assn. of Insurance Agents and its firs 
secretary-manager (1932 to 1938), 
last week celebrated the 50th anni- 
versary of his agency, which he found- 
ed on court square here on April |, 
1908. 

The huge celebration drew more than 
1,000 registered visitors, 200 of them 
agents and company men_ from 
throughout Arkansas. It was climaxed 
with a one-day “open house” April § 
the date 50 years ago when the agency 
wrote its first policy. Hosts for the 
occasion, in addition to Mr. Martin, 
were the present partners in the 
agency—his son, Joe R. Martin; his 
son-in-law, C. E. Olvey, also a veal 
president of the agents’ association, and 
John V. Baltz, who has been with Mr. 
Martin in the agency since 1924. 


Hold ‘This Is Your Life’ Party 


Mr. Martin was honored the evening 
of April 7 by a “This Is Your Life’ 
party presented by Pocahontas Rotary 
Club in which some 75 or 80 persons 
participated in a year by year chronol- 
ogy of his career. Long regarded 4 
one of Pocahontas’ foremost civic lead: 
ers, Mr. Martin was presented with 3 
bronze plaque by the Rotary Club “i 
recognition of his service and leader 
ship to the Pocahontas community fo 
over half a century.” 

The Pocahontas Star Herald ran 
special 6-page edition containing 4 
historical aecount of the early days 
and development of the Martin agency 
by Henry A. Ritgerod, Little Rock 
general agent. The edition contained 
numerous old pictures of the agency, 
one of them a picture taken in the 
Martin agency office in 1910 showing 
Mr. Martin as a young agent and the 
old office equipment and company wall 
signs of the time. 


Adolph A. Berle Jr. of New York 
City, a former assistant secretary 
state, was elected a director of Nation: 
wide Corp. at its annual meeting ot 
shareholders April 11. 
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Warn Arkansas State 
On Self-Insurer Plan 


Fire insurance industry spokesmen, 
poth company men and agents, warned 
members of Arkansas legislative coun- 
cil committee on corporations, insur- 
ance and banking, that a self-insurance 
fund to cover state properties would 
be tantamount to “no insurance” 
from the standpoint of sound business 
procedures and that such a plan would 
also be an invasion of private business. 

The legislative council committee 
for several months has been studying 
the feasibility of Arkansas becoming 
a self-insurer. Arkansas now spends 
$198,000 annually for some $60 million 
fire and EC on its state properties. 

Bernal Seamster, counsel for Ark- 
ansas Assn. of Insurance Agents, told 
the committee that “it is pure delusion 
to speak of a state fund as insurance.” 
He argued that insurance implies 
“shifting the burden of risk from one 
to whom it attaches to another who 
is more willing and able to bear it, 
and the assumption of the whole risk 
with no sharing of the burden, whether 
it is an individual, company, or a state, 
is just plain not ‘insurance’.” 


Fund Is Invasion 


He outlined the services by profes- 
sional insurance agents in handling the 
state’s business and said that a state 
fund involves an invasion of the pri- 
vate enterprise of some 1,200 agents 
of the state. He also cited a list of 
“shock” losses of $250,000 or more 
suffered by various states in recent 
years. “Merely because more serious 
losses have not occurred to our state 
property in the past few years is no 
indication that similar experience will 
continue,” he cautioned. 

J. K. Shepherd, Little Rock general 
agent, told the committee that it is not 
likely “for a ‘state company’ with 
$200,000 annually.... or even $500,000.... 
in premium income to build the neces- 
sary reserves to cover the state’s loss 
potential.” Companies with surplus 
reserves of $30 or $40 millions limited 
their net retentions on state properties 
to $15,000 or $20,000 per building as 
a matter of sound underwriting, he 
said. 

Would Not Save So Much 


James I. Teague, Little Rock attor- 
hey and counsel for the National 
Board of Fire Underwriters in Arkan- 
sas, testified that the state would not 
save as much money by self-insurance 
as many persons think, estimating that 
only a net of $50,000 would be avail- 
able annually, after expenses of oper- 
ation and purchasing reinsurance were 
deducted, to build up necessary re- 
serves. He also pointed out that the 
State’s values are largely concentrated 
in a few localities, namely Little Rock, 
the University of Arkansas, and the 
five state colleges, all with heavy “loss 
potential” from catastrophic tornadoes. 


Opens Hearing 


Marcus Holbrook, director of the 
research department of the legislative 
council opened the hearing with a 
Teview of research report No. 81, 
“State Self-Insurance,” prepared for 
the committee. The report indicated 
that 24 states purchase coverage from 
Private sources while the remaining 
24 have some form of state insurance. 
Eleven of these 24 make no provision 
for any state fund, paying small losses 
out of existing appropriations and 
meeting major losses out of reserve 
funds, future appropriations or from 
bond issues. Nine states have tried 
self-insurance but abandoned it either 
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Vail Retires, Higgins 
Named By Phoenix, Eng. 


William G. Vail of Phoenix of Lon- 
don group is retiring after 34 years in 
the fire loss department. Mr. Vail has 
been active on industry fire loss com- 
mittees and has worked closely with 
National Board to organize procedures 
in the adjustment of catastrophe losses. 

George F. Higgins becomes assistant 
claims manager in charge of fire and 
inland marine losses under the supervi- 
sion of V. B. Chittenden, group claims 
manager. Mr. Higgins has been with 
Phoenix since 1949 in both the home 
and metropolitan loss departments. 


Collects $16,000 For Fire 
Loss To $300 Building 


ST. PAUL—The Minnesota § su- 
preme court has turned down the ap- 
peal of Pearl and allowed the owner 
of a building on which $300 had been 
paid on a purchase to collect $16,000 
on a fire loss. 

Elmer D. Antell of Minneapolis had 
purchased the building for $300 and 
Pearl had issued a $16,000 policy on it. 
The issue in the case was whether 
Antell had an insurable interest in the 
property when the policy was issued. 
He had made a down payment in Feb- 
ruary, 1954, and a month later ac- 
quired the insurable interest when 
his purchase offer was accepted. It 
was between the down payment and 
the acceptance that the policy was is- 
sued. 

In upholding the lower court, the 
supreme court said: “If a person has 
a reasonable prospect of becoming 
owner of an insurable property and in 
good faith takes out a policy of fire in- 
surance thereon, and thereafter, be- 
fore loss occurs, acquires an insurable 
interest which subsists at the time of 
loss, the policy is binding.” 


Badger Mutual Appoints 
Harold F. Groth V-P 


Badger Mutual has promoted Harold 
F. Groth vice-president. He has been 
with the company 14 years, and now 
heads up the personal and commercial 
fire, inland marine and casualty under- 
writing departments. 

Before joining Badger Mutual in 
1944 as special agent, Mr. Groth had 
10 years experience in the agency 
business and was also a district super- 
visor. 


Kemper Companies Slate Regionals 


Thirteen regional meetings for 
agents of Lumbermens Mutual and 
American Motorists have been sched- 
uled for April. 

New England meetings were held in 
Boston, April 7; Providence, April 8; 
New Haven, April 9; Hartford, April 
10; and Springfield, April 11. The Vir- 
ginia and North Carolina schedule was: 
Roanoke, April 14; Richmond, April 
15; Charlotte, April 16; and Raleigh, 
April 17. Canadian meetings are slated 
in Ontario for Peterborough, April 14; 
Welland, April 21; Chatham, April 22; 
and Kitchener, April 23. 

Agenda for the meetings will in- 
clude discussions of A&S, automobile, 
fire and inland marine insurance along 
with the mechanized handling of au- 
tomobile policies, effective sales tools 
and special risks. 
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A Bulwark of Protection 























@ “Anchora Salutis’— A Bulwark of Protection. The English ver- 
sion of the motto in the above emblem of The Commercial Union Group 
is an excellent free translation. 


Analyzing the expression from its Latin origin, ““Anchora’’ to 
the Romans meant almost anything which could be regarded as a sure 
physical support, but more specifically it referred to an arrangement 
of timber to hold a dam fast—in other words, a “bulwark.” 


“Salutis” in the Latin, primarily refers to promoting health and 
safety, a means of promoting it, or something which is conducive to 
a beneficial outcome, What better way to sum this up than with 
the single word, “protection.” 


And it has been an honest motto, for each conflagration, 
each economic disturbance that has passed into history has 
left the affiliated companies of The Commercial Union 
Group still protecting the property and well-being of 
their policyholders, and still meeting every obligation 
fairly and promptly. “Anchora Salutis”—A Bulwark 
of Protection. 
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because their state funds proved in- 
adequate or because insurance funds 
were diverted to other purposes, he 
said. 

Figures compiled by the research 
department showed Arkansas fire and 
EC losses on state properties to be 
15.77% over the past 10 years, Mr. 
Holbrook said. But he reminded the 
committee that “one major loss could 
easily wipe out 10 years’ of premiums.” 
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Editorial Comment 


NAIA Ad Program Gets Off To Good Start 


Those who have observed closely 
the launching of the advertising cam- 
paign of National Assn. of Insurance 
Agents feel that it got off to a good 


start. The advertisements carried in 
the nationally circulating magazines 
and the presentations on television 


and radio were effective, direct to the 
point, and carried an unmistakable 
message. The printed advertisements 
have identification value—featuring, as 
they do, the big “I” for independent. 

In fact, the idea that the local agent 
is independent, that he is not the em- 
ploye of a company, that he repre- 
sents a number of companies, and 
that he can place any business offer- 
ed to him in any company which is able 
to write it most advantageously is the 
very core of the NAIA advertising 
campaign and is certain to make the 
biggest impression on the general pub- 
lic. 

The one company agent defends, 
condones and supports everything that 
one company does. He has to be for it 


100%, because he has nothing else to 


offer. He is working in a_ limited 
range. 
The NAIA campaign emphasizes 


the striking difference between such 
an agent and one who represents all 
the companies he wants to, compa- 
nies having contrasting facilities and 
of various sizes and ages. With the 
regulation local agent the insurance 
buyer really has a choice. If for any 
reason he doesn’t like one company, 
or one company doesn’t like him as a 
risk, his insurance may be written in 
another. 

It seems quite possible that the ad- 
vertising campaign of the NAIA may 
make the public conscious of the fact 
that the orthodox regulation local 
agent offers the insurance buying 
public a free choice as compared ‘to 
the one company agent who can offer 
only the rules, regulations and chang- 
ing underwriting standards of one 
company only.—Howard J. Burridge. 


One Way Tolmprove Strained Relations 


Nowadays there is felt to be room 
for improvement in the relations be- 
tween companies and agents. Some 
feel that they are at a low point. Be- 
cause of their continuing unfavorable 
underwriting experience, companies 
have become much more selective 
about what they will and will not 
write. Most of them are inclined to be 
much more choosey than they were in 
the writing of automobile business. 
This is noticeable in nearly all com- 
panies, but many are underwriting 
everything more carefully. 

This tightening of the underwriting 
belt has been the source of irritation 
and inconvenience to local agents 
everywhere. Some who have repre- 
sented companies for 20 or 25 years 
have been shocked to find that they 
were receiving no better underwriting 
“treatment than recently appointed 
agents. Agents feel that companies do 
not understand how difficult the new 
and stricter underwriting attitude has 
multiplied their problems and diffi- 
culties. 

On the other hand companies feel 
that agents are unreasonable in in- 
sisting that this, that or the other risk 
be written by the same underwriting 
rules that prevailed several years ago, 
and that companies should manage to 
place all of their offerings even though 
their net retentions have been re- 
duced. 

Correspondence over such matters 
has been characterized increasingly 
by hostility, acerbity, repetitiousness, 
and unwillingness on the part of ei- 
ther side to “give.” The occasional 
visits of field men have not been pro- 
ductive of much improvement. 

This has prompted one company of- 
ficial to make the suggestion that a 
very much better understanding of 
company-agency relations could be 
achieved if agents would make it a 
practice to visit not less than once a 


year the home offices of their princi- 
pal companies, or the department of- 
fices of their companies, or the re- 
gional offices—the place at which the 
decisions regarding underwriting, 
rules and regulations are decided. 
Such visits could have many benefi- 
cial effects and would result in agents 
understanding and even sympathizing 
with the problems of companies, and 
the companies in turn having a better 
conception of the effect that their 
rules amd decisions have upon the 
agent in dealing with the public. 

This company official observed that 
“letter writing is no substitute for a 
face to face talk. A letter might make 
you see how the writer is thinking, 
but it gives you no personal acquaint- 
ance with him. When you sit down at 
a man’s desk and talk to him you no- 
tice his manner of speaking; the tone 
of his voice; whether he is slow and 
deliberate or impulsive; how he is re- 
garded by those with whom he is 
associated in his office; why he thinks 
and acts as he does, and everything 
else about him. In other words, you 
get acquainted with him personally, 
and even though you do not agree 
with him in everything, you certainly 
have an understanding of what moti- 
vates him. When two men in business 
know and understand each other, they 
do not constantly fight, bicker and 
disagree. They understand that each 
has his viewpoint, his responsibility, 
his sound judgment and opinion. 

“When this happens, the whole re- 
lationship changes. It ceases to be- 
come a question of winning an argu- 
ment through letter writing that is 
often wholly one-sided, opinionated 
and sometimes tinged with sarcasm 
and contempt. 

“I am very much in favor of the 
idea of agents visiting their company 
headquarters. I feel that the results of 
such visits could not fail to be helpful, 


vastly more so than any amount of 
letter writing. After a visit of this 
type, the agent who writes a letter can 
picture in his mind’s eye the man to 
whom it is being written, and the set- 
up of the office to which it is going. 
Visits between company representa- 
tives and agents have been too one- 
sided in the sense that they have 
mostly consisted of the field man call- 
ing upon the agent, but the agent very 
seldom paying a visit to the company 
headquarters. I have become _ con- 
vinced through our own experience 
that where visits to company head- 
quarters are encouraged and _ take 
place with at least some regularity, 
there is a noticeable improvement in 
our relations with the agents who 
have seen and come to know us.” 
—Howard J. Burridge. 








Personals 


John A. Diemand, president of North 
America group, called together 35 
Philadelphia business men for a hunch- 
eon meeting there to discuss the job 
which confronts the Philadelphia crime 


commission in its role of attempting | 


to reduce crime in the city. Mr. Die- 
mand believes it is high time Phila- 
by backing its citizens crime commis- 
delphia business men show their con- 
cern over steadily mounting crime 
by backing its citizens’ crime commis- 


sion and putting it on a permanent | 


basis. 


Mr. and Mrs. Andrew J. Helmick 
sailed on ‘the Queen Mary for England 
April 9. Mr. Helmick, manager rein- 
surance department of Stuyvesant at 
Chicago, will confer with underwriters 
while in London in connection with 


Teinsurance, and the trip will be ex- 


tended to the ‘Continent for contact 
with other companies. Return is sched- 
uled for the latter part.of May. 


Peggy Sulfivan, assistant to A. T. 
Wood, manager of ‘Western Insurance 
Information Service at Los Angeles, 
and editor of WIJS News, has won 
California Assn. of Press Women’s 
award of “best ‘house publication 
edited by a woman” for the third con- 
secutive year, as well as first place 
for the “best column in a trade publi- 
cation written by a woman.” 


Larry. Iverson, of the Lyle Clark 
agency, Moorhead, Minn., won first 
place in area 1, district 20 Toastmas- 
ters International speaking contest at 
Detroit Lakes, Minn. Mr. Iverson is a 
member of Pioneer Toastmasters, 
Moorhead. 


Deaths 





LEROY W. FARNAM, 74, local 
agent at Buffalo, died. 
G. PERRY CRAWFORD, retired 


president and former director of 
Glens Falls, died following a long 
illness at his Fort Myers, Fla., home. 
Mr. Crawford began his career with 
Glens Falls in 1906 as an office boy. 
In 1919 he became special agent in 
New York state, and was later elected 
an assistant secretary. In 1926 he was 
named secretary and in 1929 vice-pre- 
sident in charge of the eastern ter- 
ritory. He was elected executive vice- 
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G. PERRY CRAWFORD 


president in 1941 and two years later 
assumed the presidency, which posi- 
tion he held until he became chairman 
in 1949. He resigned as chairman in 
1951 and as a director in 1956. 


CYRUS M. PURDY, 72, local agent 
of Henderson, Tenn., died after a long 
illness. He had operated his agency 
there for 30 years. 


MARK P. JEFFERYS SR., 60, Toledo 
manager and special agent for Michi- 
gan Mutual Liability for 30 years, died. 


PAUL J. BRENNAN, 61, Cleveland 
local agent, died at New Kensington, 
Pa. In the insurance business at 
Cleveland for 25 years, he was a 
member of Cleveland board. 


GEORGE A. ELLIOTT, 57, owner of 
the agency bearing his name at Lan- 
sing, Mich., died there in a local hos- 
pital after a short illness. In the 
insurance business most of his life, he 
had been a leading Lansing resident 
since 1917. 


RADCLIFFE WHITEHEAD, 69, re- 
tired manager of the A&S department 
of Maryland Casualty and with the 
company 40 years until his retirement 
last year, died in Philadelphia. 


ROGER LOCHHEAD, 54, | state 
agent of Corroon & Reynolds in Okla- 
homa since 1938, died in a hotel in 
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Tulsa. He had been with Corroon & 
Reynolds group 29 years and had 
served in various capacities in the 
home office at Chicago. 


MRS. GERTRUDE GRAHAM, moth- 
er of Miss Kathryn Graham, librarian 
of Insurance Library of Chicago, died. 


WILLIAM A. PERICK, 62, manager 
of Continental Casualty in Queens, 
New York City, died. 


ROY W. WHITACRE of the Indian- 
apolis office of Western Adjustment 
and formerly with Western at St. Louis, 
died. He was a life member of St. Louis 
Blue Goose. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, April 15, 1958 














Bid Asked 
MI IID. sbictietsicntcnntncnsitninaaa 1362 140 
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St. Paul F. & M. a 
Springfield F. 8& Mi. .nccuuune 44 
Standard Accident ©... . 6 
Travelers ... 
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WORKMEN'S COMPENSATION + LIABILITY » AUTOMOBILE 
GROUP ACCIDENT & SICKNESS 


ARGONAUT INSURANCE 


HOME OFFICE: MENLO PARK, CALIFORNIA 

















TIES 
Make the Difference 


No Excess & Surplus lines facility works as diligently 
as Geo. F. Brown & Sons to establish close ties with its 

_ markets. Brown, for example, send more of its personnel 

' to London than any other facility. Personal ties with 
London underwriters and first-hand knowledge of their 
operation makes the placing of your risks that much 
more smooth and efficient . . . a quality your clients 
will appreciate. 


See what the difference does for you. Place your next 
special risk through the highly skilled personnel of . . . 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Boulevard a WAbash 2-4280 
116 John Street e WOrth 4-0745 


Chicago 4 4 
New York 38 + 




















Wherever America builds 


She Camden U.S.A. Protects! 


The Camden, an old line stock company with more 
than a century of experience, has developed a new 
“Insure to Value” plan. A real “door opener”’ for 
agents. The plan helps stem the tide of home losses 
due to excessive replacement costs. Send today for 
free samples of these persuasive folders you can use to 
wake up prospects to their own danger . . . and develop 
business for you! 


FIRE EMNSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 
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Continental-National 
Names Lear For A&H 


William H. Lear has been named 
A&H consultant of Continental Na- 
tional group. He will have headquar- 
ters at the home office of National 
Fire in Hartford and will be directly 
responsible to Executive Vice-presi- 
dent R. A. Dwyer. 

After five years of general sales 
experience, Mr. Lear joined Continen- 
tal Casualty as a field man in New 
York and has since been manager of 
two Continental A&H offices. 
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Ill. A&H Assn. Lists 
Sales Congress Card 


The annual sales congress sponsored 
by Illinois Assn. of A&H Underwriters 
May 7 will be a main-line event of 
Illinois A&H Insurance Week, recent- 
ly proclaimed by Gov. Stratton May 
4-11. 

The association’s meeting, to be held 
at the Prudential building, Chicago, 
will hear the following speakers: 

Commissioner Gerber; Alex Dreier 
NBC newscaster; John Palmer of 


Robert Palmer & Associates advertis- 
ing; Gail Shoup, Grand Rapids, Mich., 
IAAHU vice-president and member- 
ship chairman; Chet Elson, Mutua 
of Omaha, Des Moines; Edward E. 
Mack Jr., Mack & Parker, Chicago; 
Edward O’Connor, managing director 
Insurance Economics Society; William 
Lees, manager special risks depart- 
ment Continental Casualty; Jay De 
Young, De Young & Associates, Oak 


Park, Ill., and comptroller IAAHU; 
Roy Davis, Illinois Mutual Life & 
Casualty, and Louis Ricci, Duncan 


agency, La Salle, Ill. 


—_— 








And it broke the back of a business—a trusted employee turned 
embezzler. Sure he had an honest face. But unforeseen pressures went to work. 
He cracked. It happens more often than you realize. Sometimes bit by bit 
...sometimes suddenly. Either way, your business may be hard hit, unless you’re 
protected against such type of loss. And you can be... easily. Cover each 
and every employee on your payroll with a blanket Maryland Fidelity Bond. 
See your Maryland agent or broker today. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


A Maryland Fidelity Bond is only one of many forms of Maryland protection for business, industry, and the home. Casualty 
Insurance, Fire and Marine Insurance, and Fidelity and Surety Bonds are available through 10,000 agents and brokers. 


“Unforeseen events ... need not change and shape the‘course of man’s affairs” 


False Front 


Baltimore 3, Maryland 








Here is the newest in the series of attention-getting advertisements designed to help 
Maryland agents and brokers sell more Fidelity Bonds. 
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National Fire Promotes 
Two At Hartford 


Following the recent annual stock. 
holders’ meeting of National Fire, C. J, 
Adams, secretary, was promoted to 








B. C. Young C. J. Adams 


vice president, and B. C. Young, assist- 
ant secretary, was named secretary, 
Mr. Adams will be in charge of the 
claims department and will succeed 
F. F. White, vice-president, who will 
retire May 31. Mr. Young will super- 
vise the southern states. 

Mr. Adams went with the company 
in 1944 after several years of adjusting 
and managerial experience. He was 
elected assistant secretary in 1948 
and secretary in 1952. He is a member 
of American Bar Assn. and _ Inter- 
national Assn. of Insurance Counsel. 

Mr. Young joined National Fire in 
1946 and has been a field representa- 
tive in North Carolina, Texas and 
Georgia. He went to Hartford in 1954 
as agency superintendent and was 
elected assistant secretary in 1957. 


Suffolk County Agents 
Hear Sales, Finance Talks 


Suffolk County (N. Y.) Assn. of In- 
surance Agents held a meeting at 
Southward Ho country club, Bay Shore, 
April 15. An award was presented 
to North Babylon volunteer fire com- 
pany, winner of the fire prevention 
— sponsored by the state associa- 
ion. 

A demonstration on effective sales- 
manship was conducted by Subur- 
ban Field Club members: William 
Long, Phoenix of London, Robert Sten- 
house, Home, Arthur Nelson, Stand- 
ard Accident, James Holmes, Zurich, 
and John Balanus, Aetna Fire. 

Premium financing by agents was 
discussed by Allen C. _ Stevens, 
White Plains, who originated the 
Steve.is plan. 


Lawyers Fight Off Effort 


To Fix Legal Fee Limits 


The appellate division of the New 
York court at Albany has ruled that 
the courts of the state cannot fix legal 
fees of lawyers. Judges of the appel- 
late division in New York City had 
sought to set up a schedule of contin- 
gent fees attorneys may charge in auto 
accident cases. 

The court ruled that it did not have 
the authority, under the state consti- 
tution, or by statute, to determine 
contingent fees. This upheld a lower 
court verdict. 


Raise OL&T Rates In Okla. 


Mutual Insurance Rating Bureau 
has increased by 25% the OL&T 
rates for BI area and frontage classes 
in Oklahoma, effective April 9. 





Distinguished Awards 





ochure Free 
Scrolls « Illuminated Resolutions 
Certificates 
Walnut « Bronze e Laminated Plaques 
BEAUX ARTS ENGROSSERS 
award specialists 


30 No. La Salle St., Chicago 2, Ill. Dearborn 2-5242 
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full Card Ready 
for La. Agents’ Annual 


The annual convention of Louisiana 
Assn. of Insurance Agents will be held 
at Edgewater Gulf hotel, Edgewater 
park, Miss., May 1-3. 

The program includes addresses by 
R. Kirk Moyer, New Orleans, president 
Capital Stock Fire Insurance Assn. of 
Louisiana, and Thomas N. Boate, 
manager accident prevention depart- 
ment Assn. of Casualty & Surety 
Companies. Also the first day, Lloyd F. 
Palmer, director southwestern public 
relations division Assn. of Casualty & 
Surety Companies, will speak. 

On the program the second day will 
be R. Newell Lusby, vice-president 
America Fore, speaking on “The Unin- 
sured Motorist Problem;” Archie M. 
Slawsby, Nashua, N. H., vice-presi- 
dent National Assn. of Insurance 
Agents, on “Insurance Problems at the 
National Level,” and concluding that 
morning’s sessions will be Mrs. Leo- 
nore S. Kirchem, New Orleans, re- 
porting on the fire insurance division, 
of which she is chairman. 

Philip E. James, a member of the 
New Orleans law firm of Henican, 
James & Cleveland, will be the prin- 
cipal speaker on the Friday afternoon 
program, discussing the decision in 
the New Orleans Insurance Exchange 
case, and the film “Catastrophe 86— 
Hurricane Audrey” will be shown 
through the courtesy of General Ad- 
justment Bureau. 

Rufus D. Hayes, Louisiana insurance 
commissioner, will be the principal 
speaker at the Saturday morning 
meeting. Also speaking will be E. D. 
Wingate, chairman of the association’s 
casualty division. 

Numerous social events have been 
planned including a ladies’ luncheon, 
golfing tournament, annual dinner, 
and the annual dance and a reception 
honoring President and Mrs. I. T. 
Hart. 


GAB In N. J., Fla. Changes 


General ‘Adjustment Bureau has ap- 
pointed Anthony B. Mattice manager 
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at Asbury Park, N. J. Clifford G. Voor- 
hees, general adjuster who formerly 
headed the branch, will remain there 
to handle more complicated and im- 
portant losses in northern New Jersey. 
Mr. Mattice joined GAB in Newark in 
1943. The following year he went to 
Asbury Park as senior adjuster and in 


1955, he became assistant branch 
manager. 
H. C. Gray, resident adjuster at 


Cocoa, Fla., has been advanced to ad- 
juster in charge of the office, which 
has been made an independent branch 
under general supervision of G. C 
Earle Jr., manager at Orlando. 


Zurich Names Bigelow 


Supervisor In New York 


William R. Bigelow has been named 
supervisor of methods and procedures 
in Zurich’s New York office. He has 
been superintendent of the history de- 
partment in Chicago. W. S. Fairchild, 
supervising underwriter in ~ Chicago, 
will succeed Mr. Bigelow in charge 
of the history department which be- 
comes the history division of the un- 
derwriting department. C. T. Hayes, 
midwest department supervising un- 
derwriter succeeds Mr. Fairchild. 


L. A. Assn. Names Cassidy 


Executive Director 


LOS ANGELES—Philip H. Cassidy 
of San Gabriel has been appointed 
executive director of Insurance Assn. 
of Los Angeles. He was formerly di- 
rector of public relations for Pure Gold, 
Inc., California citrus marketing co- 
operative, and editor-advertising man- 
ager of Citrus Leaves, nationally dis- 
tributed fruit growers’ publication. Be- 
fore moving to Los Angeles in 1948, 
he was editor and advertising manager 
of the business papers division of Sto- 
vel Press Ltd., Winnipeg. 


Defer Del. FR Measure 


A “maximum security” amendment 
to the Delaware financial responsibil- 
ity law to require motorists to show 
evidence of insurance or other finan- 
cial resources if they are involved in a 
moving traffic violation has been de- 
ferred in the house after approval by 
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the senate. The general assembly is 
now in an indefinite recess, probably 
until early June. 

The amendment is one of three al- 
ternative proposals which have been 
under consideration. 


23 


Nevada Groups Hold 
Annuals At Lake Tahoe 


Nevada Assn. of Insurance Agents 
held its midyear meeting recently ait 


Lake Tahoe. Surplus Line Assn. of 
Nevada also met at the same time. 

A full report on the recent Far West 
Agents Conference at San Francisco 
was one of the principal topics on an 
agenda heavy with reports and discus- 
sions. The association considered cam- 
paigning to bring the annual conven- 
tion of the NAIA out to Las Vegas, 
possibly in 1965. 


Martens To North British 


As Personnel Director 


North British has appointed Harry 
Martens personnel director to succeed 
James S. Clancy, resigned. Mr. Martens 
was formerly in charge of personne! 
for General of Seattle at River Edge, 
N. J. 
























Going 
Places 


FAST! 


WABASH INSURANCE 


... is going places because of 
management confidence in the 
American Agency System. The 
new Wabash home office build- 
ing is a further expression of 
confidence in the Independent 
insurance agents. 


PREMIUM GROWTH 


155% increase 


1956. .$1,602,790.85 
1957.. 4,086,678.90 


CONDENSED FINANCIAL STATEMENT 


December 31, 1957 
1957 1956 
ASSETS 2c cccccecccscnc GS FOr 099.72... -$4,463,305.75 
CARIGAR. «66s w+eeeeee 1,400,000.00.... 1,320,960.00 


RESERVES & SURPLUS. 4,387,079.72.... 3,342,425.75 


If you would like a look at the 
complete statement, you are invited to 
request our 1957 Annual Report. 





A MULTIPLE LINE COMPANY 





We're busy getting settled in our handsome 
new home office building. When we've com- 
pleted the finishing touches we hope you'll 
stop in for a tour of the ultra-modern facilities 
designed to provide the finest in service. We'll 
be ready soon. Watch for the announcement 
of our formal opening. 


WABASH FIRE AND CASUALTY INSURANCE CO, 


Address: 3637 N. MERIDIAN ST. * INDIANAPOLIS 6, IND, 
Phone No.: WALNUT 3-5421 
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Changes Coming, N. Y. 
Mutual Agents Told 


(CONTINUED FROM PAGE 4) 


the first things that must be done is 
to improve the ratio and this 
means underwriting. The pri- 
mary responsibility for correct under- 
writing at the source with the 
agent, Mr. Flanagin said, particularly 
in avoiding misclassification. 

Some expenses, he remarked, result 
from bad practices, such as flat can- 
cellations. Tests at Lumbermens Mu- 
Casualty indicate that operating 
with recording agencies the totai cost 
of flat cancellations its $11. If flat 
cancellations cost $11 each, the total 
éxpense of the company on this item 
alone during the course of a year is 
$900.000—more than is spent on 
national advertising. This is purely an 
expense item and does not include the 
free insurance phase of the problem, 
he added. 

Endorsement activity also is costly, 
Mr. Flanagin commented, pointing out 
that 50% of endorsements on auto 
business are put through within 60 
days after renewal is issued, indicating 
that much of the activity could have 
been eliminated if the agent had 
checked with the policyholder. 

Another area is that of commissions. 
Mr. Flanagin said there is every 
indication that acquisition costs will 
come in for more consideration in the 
future than they have in the past and 
that includes not just agents’ commis- 
sion but the entire question of sales 
expense. In this connection, he re- 
marked on a recent Allstate advertise- 
ment which headlines the statement 
that nearly $1 out of $4 spent for 
auto insurance goes for selling costs, 
with Allstate claiming it can cut 
these costs. 

“I am convinced and I think you 
are too,” Mr. Flanagin declared, “that 
the stock bureau companies have for 
some time been seeking some excuse 
for reducing acquisition costs. They 
have, as you ajready know, taken this 
action in New York state and Califor- 
nia, Cook county, Illinois, and in 
several other areas. Moreover, some 
of the mutual companies that were 
paying high commissions have reduced 
substantially and our organization has 
reduced commission on class 2 busi- 
ness ... The $64 question, of course, 
is will further commission reductions 


loss 


better 


hes 


tual 








Williams Heads Home’s 
Sales And Production 


T. Morgan Williams of Home has 
assumed charge of all sales and pro- 
duction activities. 
He will establish 
a new sales de- 
partment which 
will direct the 
company’s selling 
operations, super- 
vise agency sales 
promotion and 
co-ordinate all re- 
search and mar- 
keting activity. 

Mr. Williams, 
who joined Home 
in 1929, was made 
vice-president of the metrepelitan de- 
partment in 1945. In 1954 he was 
placed im charge of company opera- 
tions im 14 midwestern states. He has 
served as president of the New York 
Fire Insurance Exchange and the New 
York Beard of Fire Underwriters, and 
currently serves on the governing com- 
mittee of the western underwriters 
Assn. 





T. Mergan Williams 


Fie NATIONAL UNDERWRITER 


occur ... More and more agents are 
placing business in low commission 
companies and that fact in itseif may 
be an important straw in the wind. 
I strongly suspect that if further 
reductions occur, they will not affect 
the agent's income in a very important 


way.” 

There is too much duplication of 
effort between agents, branch offices 
and home offices of imsurance com- 


ganies, Mr. Flanagin asserted. The most 
efficient have not been 
employed in too many situations, The 
development of the electric computers 
emphasizes the necessity of cenitraliz- 
ing the handling of much of the 
tion of paper work which subject 
to an efficient processing. 

“Am [ talking about direct billing? 
Yes, I think direct billing will come. 
As a matter of fact, within the next 
30 days we are offering in one of 
our companies a direct billing program 
to agents in two states, one in the 
middlewest and the other one on the 
west coast. We are providing this 
facility at the request of a number 
of our agents in each state and this 
direct billing program will not only 
apply to automobile but to fire insur- 
ance and other coverage as well.” 


proce dures 


por- 


Base Fire Rates Go 
Up 15% In Albany 


New York Fire Insurance Rating Or- 
ganization has increased fire’ in- 
surance rates in nearly all classes of 
commercial and industrial property in 
Albany. 

Kenneth O. Smith, NYFIRO gener- 
al manager, gave as the reason for the 
rate increase ‘‘the present serious de- 
ficiencies in manpower, apparatus, 
training of firemen and fire prevention 
activities of the Albany fire depart- 
ment.” These deficiencies are de- 
scribed in detail in a report by Na- 
tional Board based on recently com- 
pleted engineering reinspection of all 
Albany’s municipal fire protection fa- 
cilities. 

Rates on dwellings are not being 
changed at this time, but without im- 
provement in Albany’s fire defenses, 
an increase in dwelling rates might 
be indicated at a future date, Mr. 
Smith indicated. 

The present revision in rates is in 
the form of an eight cent increase in 
city’s key rate, raising it from the cur- 
rent 17 to 25 cents. This will tend to 
increase fire premiums on individual 
properties in varying amounts ac- 
cording to building construction, occu- 
pancy and hazards. It is estimated 
that effect of the key rate change for 
specifically rated commercial and in- 
dustrial property is an increase of ap- 
proximately 15%. For example, the 
rate for a two story wood frame gro- 
cery store with dwelling on the second 
floor might increase from 42 to 49 
cents. 

The key rate change does not affect 
rates for properties rated under the 
schedule for automatic sprinkler pro- 
tection, nor for many _ institutional 
classes, such as churches, schools, 
hospitals, libraries, and public build- 
ings. 

Albany residents have been well in- 
formed by local newspapers of the dif- 
ficult problem the city has had in 
maintaining an adequate fire fighting 
force. The manpower shortage com- 
bined with the new state law decreas- 
ing the number of hours in the fire- 
men’s work week necessitated near 
the first of the year the closing of two 
fire stations and the staggered closing 
of ail other stations for varying peri- 
ods every week to give firemen the 
required time off. 


N.]. Agents Meet In Newark, At Sea 


(CONTINUED FROM PAGE 1) 


ate; agents must be more selective in 


the business they write and compa- 
nies must reward those agents who 
consistently turn up underwriting 
profits.” 


He referred to the association’s suc- 
cessful against compulsory but 
warned that the issue is not over and 
said the UJF law is the best protection 
against the uninsured motorist 

He suid the association fought hard 


fight 


to stop the Merchants of New York 
group from filing its rate deviation on 
dwelling fire business. ““‘We lost this 


battle. Let me warn however, 
that this rate deviation is not a com- 
petitive weapon-—it is suicide. In or- 
der to achieve it, Merchants gave up 
less than 3% of their premium in- 
come after commissions while the 
agent had to give up 4314% of his 
commission. This means the agent 
must write 17.6 policies for every 10 
policies he previously wrote in order 
to end up with the same number of 
commission dollars.” 


Advised To Be On Guard 


you, 


He also advised members to be on 
guard against one company plan for 
wholesale solicitation of employes of 
manufacturers which would shut out 
the agents, and said the association 
hopes to end this practice. 

Mr. Franz expressed strong opposi- 
tion to the comparative negligence 
statute in the legislature and urged 
support of the agents’ qualification 
law which has passed the assembly 
and is now with the business affairs 
committee of the senate. He also re- 
ported that the association favored: 
The amendment to UJF which in- 
creases limits to 10/20/5 and revises 
the present deductibles; a measure to 
increase limits required under FR to 
10/20/5 and one which provides for 
the appointment of a commission to 
study state insurance statutes. 


Cites Fictitious Group Plan 


In his report, Roy H. MacBean of 
Cranford, state national director, cited 
the fictitious group plan of Richfield 
©il Corp. for its service station dealers 
which, in addition to the usual group 
life and medical benefits, includes 
BI, PDL and fire. He said the plan be- 
gan in California and asked members 
to report on any extension to the east. 
He also described the National Whole- 
sale Druggists Assn. program offered 
through Associated Reciprocal Ex- 
changes to provide a single package 
of fire and allied coverages on con- 
tents, and, at the option of the drug- 
gist, coverage on the building. 

Mr. MacBean said: “One of the most 
important of their selling points is 
the absence of a coinsuring clause. 
We understand from a preliminary in- 
vestigation that before the plan goes 
into effect the reciprocal must have 





Allstate Appoints Four 
In Regional Offices 


Allstate has made the following 
managerial appointments in its region- 
al offices: Rhodes S. Skillman, ac- 
counting division manager at Salem, 
Ore.; Robert H. Barge Jr., services 
Roaneke, Va.; Leo M. 

sales manager at 
Cleveland; John Tripp, public relations 
manager at Hartford, Conn. 


Menmeuth County Agents Assn. 
heard C. R. Anderson, of the valua- 
tion division of America Fore, speak 
on valuations for insurance purposes 
at its April meeting Neptune, N. J. 
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applications for at least $100,000 ang 
upon receipt of these they will make 
necessary filings in the various state: 
Both the above mentioned fictitioy 
group plans should make all of »& 
more cognizant of the growing mag. 
nitude of this problem on a_ nationaj 
scale.” 

He observed that in almost all cases 
the insurance departments have the 
power and the duty to prohibit fie. 
titious groups on the grounds tha 
they generally involve discriminatory 
rates, solicitation by unlicensed per- 
sons, violations of surplus line lays 
and complete evasions of state pre 
mium taxes and  countersignature 
laws. 

His report disclosed a late develop. 
ment uncovered by the property inp. 
surance committee of NAIA indicat. 
ing that the FHA requires inspectiog 
of its mortgaged houses damaged jp 
excess of $500—prior to commence. 
ment of repairs. He said this is being 
followed up by NAIA with National 
Board because of the possibility of 
many delays in insured’s recovery. 

Mr. Goldberg said that the nature 
of agency establishments does not per- 
mit quick methods of tax reduction 
but forces agents to seek cumulative 
savings. He stressed the importance of 
choosing the proper business entity 
for tax flexibility and pointed out that 
agents have no restrictions in this re- 
gard. 


Money Can Be Put To Work 


He said corporate operation permits 
the use of a separate taxable year 
and postponement of payments. Thus 
the money can be put to work and the 
result is equivalent to a tax reduc- 
tion. He advised agents to consider 
operating as a corporation rather than 
a sole proprietorship or partnership, 
and to concentrate on questions of 
right or wrong procedure in tax mat- 
ters, not on answers which are al- 
ways available. Some important ques- 
tions, he mentioned were the tax ef- 
fect of the death or retirement of a 
partner, taking in a new partner, and 
whether the agency can be sold or 
liquidated without tax burdens. 

Alan Miller, Hackensack, chairman 
of NAIA advertising committee, re- 
ported that the national campaign in- 
cludes plans for a special ad in a Sep- 
tember issue of Saturday Evening Post 
which would pay tribute to the com- 
panies and call attention to their ads 
in the issue. Member companies of 
National Board and Assn. of Casualty 
& Surety Companies are being asked 
to tie in for an impact which Mr. 
Miller said would overshadow recent 
advertising of other types of mer- 
chandisers. 


Authorization Will Be Asked 


He said that the state national di- 
rectors meeting at Miami in April will 
be asked to authorize a 1959 program 
and predicted favorable reception. He 
called on members to increase their 
pledges and asked for new contribu- 
tors because the program needs $250,- 
000 to complete the 1958 schedule. 

S. Gage Lewis, general manager of 
New Jersey Fire Insurance Rating Or- 
ganization, reviewed state develop- 
ments and said: 

“No company can continue te sul- 
vive for any great length of time and 
pay out more dollars than it takes in. 
Every company, too, is entitied to # 
reasonable underwriting profit. If our 
present rate levels do not produce 4 
fair profit for our companies, thet 

(CONTINUED ON NEXT PAGE) 
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something should be done about it. 
Certainly, no one on our side of the 


) pusiness gets any pleasure out of in- 


creasing rates, and I am sure when it 
js necessary to do so no one believes 
it is done to eke out a little extra prof- 
it beyond that which might be con- 
sidered reasonable. We all know that, 
when rates are adjusted, ways and 
means are found to take advantage 
of the reductions in rate, but that it 
takes up to five years to receive the 
penefit of any increases in rate. 


Deplores Rewriting 


“That is why we deplore the can- 
celling and rewriting of business to 
take advantage of existing rates when 
there has been some intimation of the 
possibility of a general rate increase. 
Such action only makes the situation 
more acute. We seem to be constantly 
a year or two behind in the determin- 
ation of rate levels and, when we are 
in an economy such as exists today, 
we are facing an even more serious 
problem. 

“As an example, take the experience 
of the extended coverage endorsement. 
Most of you will remember that in 
September, 1954, one of the trade 
journals printed an article to the ef- 
fect that we had filed with the De- 
partment of Banking and Insurance 
increased EC rates because of the 
very adverse experience that the com- 
panies had suffered over the preced- 
ing years. However, it was not until 
1955 that these rates were finally in- 
creased and the mandatory $50 wind- 
storm deductible became effective. In 
the meantime, thousands of policies 
were cancelled and rewritten to avoid 
the increased rates. 

“For the period 1949-1955 inclusive, 
our companies had an earned and in- 
curred EC loss ratio of about 145. In 
1956, the first year of the new rates 
and the mandatory deductible, the loss 
ratio dropped to 24.7. A preliminary 
estimate of the 1957 experience would 
indicate that we have enjoyed another 
profitable year. 


No Deductible Premiums Dropped 


“But, to me, the important thing is 
that the premiums with no deductible 
dropped from $17,400,000 in 1955 to 
$2,900,000 in 1956 and the premiums 
with the deductible increased from 
$2,450,000 to $24 million. The loss ra- 
tio in 1956 with no deductible was 
193.1 and with deductible 4.5%. 

“It would be unwise to be unduly 
optimistic about rate levels just be- 
cause of one or two good years, as our 
companies are still in the red for this 
class of business. But these figures 
do demonstrate the value of the de- 
ductible and, barring any major ca- 
tastrophes in the next two or three 
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years, we would hope that this class 
might get over into the profitable col- 
umn. Certainly no one can question 
the need to accumulate a profit to 
take care of the time when a catas- 
trophe may strike, and, in my opinion, 
it will take several more years of pres- 
ent rate levels to accomplish this. 

“Isn’t there a good lesson to be 
learned from all of this? Surely, if we 
had another year or year and a half 
of the mandatory deductible, or if we 
had not had so much business can- 
celled and rewritten for five years 
during 1954 and 1955, we would have 
been that much closer to the profit 
side and an eventual reduction in rate 
levels.” 

Mr. Lewis said the preliminary fire 
figures for 1957 indicate a continuing 
drop in premiums, of about $300,000, 
with a loss ratio of 54.5%, and that 
1956 and 1957 produced the highest 
fire loss ratios ever in the state with 
no improvement thus far in 1958. 


Homeowners Policy Responsible 


“The homeowners policy is in a 
large measure responsible for the re- 
duction in fire premiums. Since this 
policy was first approved, through 
1956, the companies for which we are 
now acting as filing agent wrote about 
$18,200,000 in homeowners premiums. 
We do not have, as yet, any figures for 
1957 but we are sure that the premi- 
ums in this class increased substan- 
tially,” Mr. Lewis declared. 

He reported that 976 rates have 
been promulgated for commercial 
property coverage since the form was 
adopted in 1956 and in almost every 
case a sale followed. 

An outstanding public relations pre- 
sentation for New Jersey Bell Tele- 
phone Co. with the provocative title 
“Men On My Line,” was given by 
Mrs. Bradford Jahnes, illustrating the 
value of the telephone in modern busi- 
ness. 

In his talk on Road Aid which con- 
cluded the meeting William J. Doyle, 
managing director said the independ- 
ent agent’s business is predicated on 
“service.” Road Aid makes this word 
a reality. The American motorist - ex- 
pects service and unless he can re- 
ceive it from his local agent he will 
obtain it from his competition. 


Emergency Road Service 


“The Road Aid plan provides that 
when a motorist insured by an agent 
needs emergency road_ service, he 
merely calls Road Aid service sta- 
tion listed in the guide furnished him 
by the agent, and them simply signs 
the service man’s invoice. He does 
not have to dig into his pocket and 
wait for reimbursement. Consequent- 
ly, he is never caught in the embar- 





similar reputation. 


Fire & Casualty 
Company 


EARL W. GAMMAGE, Presioent 
P. O. BOX 1662 e 








A GOOD REPUTATION 


—priceless asset of the successful agent 


There is no substitute in any business for a good name and the 
honest respect of one’s fellowman. The insurance agent who has 
built a successful business upon his reputation for good service and 
fair dealing just naturally seeks to represent companies with a 
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rassing position of being without cash 
to pay for the needed emergency serv- 
ice.” 

Mr. Doyle pointed out that insured 
may Call a service station of his own 
choice if he prefers, pay for the serv- 
ice and submit the bill for reimburse- 
ment. 

He continued: The contracting serv- 
ice stations bill Road Aid directly and 
the insurers are in turn billed once 
each month. The insurer is not flooded 
with many small bills based upon 
what the traffic will bear but receives 


25 


one statement a month.’ Naturally the 
agent likes this method of doing busi- 
ness as it takes nuisance claims out of 
his office. 

“This also means a substantial sav- 
ing for insurers as Road Aid controls 
the cost of the claims and they re- 
ceive one invoice per month from 
Road Aid which enables them to write 
one draft for hundreds of claims. 

“There are 131 leading stock insur- 
ance companies participating in the 
Road Aid program,” Mr. Doyle con- 
cluded. 








BEFORE 





And in between... opportunities galore 





FOR BOND. acents 


The Federal Highway road building program calls 
for the construction of 41,000 miles of new roads 
in the next 13 years. All kinds of contractors are 
participating and they all need Contract Bonds. 


American Casualty can furnish you with every 
type of insurance for contractors... from Equip- 
ment Floaters to Comprehensive Liability Policies 
... plus unmatched bonding experience and know-how. 


We can help you—let us know your needs. 
New roads mean new shopping centers ...motels...gas stations... restaurants 


.»-felocation of industries. Again...Contract Bonds are needed. Our complete 
multiple-line facilities will help you get this business. 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
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Agency System Share Of Auto To Go 
On Shrinking Till Price Problem Met 


(CONTINUED FROM 


losses on all four automobile lines of 


more than $64 million, or 8% of 
earned premiums, on the liability 
lines and nearty $/8 million, or 7% of 
earned premiums, on liability and 
PHD combined. Auto writings in- 
creased less than 3% from 1955 to 
1956. Indications are that bureau 


members that had a combined under- 


A Standard Accident Policy ... Safety Insurance 


As a matter of long-standing Company policy, 
Standard Accident offers to its insureds a par- 
ticularly valuable form of “‘insurance’’. . . safety 
insurance. And it’s readily available through the 
Company’s highly competent nation-wide staff 
. . men who have 
had the specialized training and experience to 
provide sound, efficient accident and fire pre- 


of full-time safety engineers . 


vention programs. 


In keeping with this policy, Standard Accident’s 
Engineering Department annually conducts 
thousands of comprehensive surveys of indus- 
trial plants, construction operations, mercantile 


PAGE 1) 


writing loss in 1956 amounting to ap- 
proximately 312% of earned premiums 
suffered an underwriting ‘ 
in 1957, he said. 

Allstate’s auto premiums 
11% in 1956 over 1955 and 9% in 1957 
over 1956. Though its auto liability 
underwriting results for 1955 and 1956 
were in line with results for bureau 


loss of 7 


increased 





Service, you see, is important to Standard 
Accident. So important, that it’s the very foun- 
dation of the company’s business . . . a fact that 
is resoundingly attested to by Standard 
Accident’s policyholders and agents alike. 


establishments, elevators, automobile fleets, etc., 
to assist policyholders in avoiding preventable 


loss. Hazardous property conditions and operat- 
ing methods are eliminated . . . losses which 
have occurred are analyzed to determine basic 
causes and to develop means for the prevention 
of recurrence . . . educational programs are 
devised and initiated to teach safe practices. 
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Hand in glove with this wide range of Standard 
Accident’s loss prevention services is a depth of 
experience in these matters that is virtually un- 
matched in the insurance field. For Standard . . . 
as one of the first insuring organizations in the 
nation to offer Workmen’s Compensation . . . 
was also among the insurance company pioneers 
in accident prevention work. 


+.% STANDARD ACCIDENT 


640 TEMPLE AVENUE 


members, Allstate’s PHD underwrit- 
ing results were so very much better 
that an over-all profit of 8% was 
achieved in 1955, compared to the 
142% profit for bureau members. All- 
state’s over-all underwriting loss in 
1956 was restricted to less than 1%, 
compared to 7% for bureau members. 
Furthermore, in 1957 Alistate’s un- 
derwriting loss on auto was slightly 
more than $2 million, which would 
again be less than 1% of earned pre- 
miums. 

State Farm has done even better 
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than Allstate in increasing auto yo}. 
ume. In 1956 its writings were 18% 
higher than in 1955 and 1957 writing, 
were 20% higher than in 1956. BI up. 
derwriting results in 1955 and 195 
were about the same as bureau mem. 
bers and PDL results were poorer, By 
State Farm’s PHD underwriting r. 
sults, particularly collision, were syb. 
stantially better, so that its over-aj 
profit of 7% in 1955 and loss of 3% jp 
1956 were better than the results of 
bureau members, though not as goo 
as Allstate’s. For 1957 State Farm rm 
ports an underwriting profit of jug 
over $1 million, which is less tha 
one-half of 1% of earned premiums 
These 1957 figures are for all ling 
not just auto, but auto business make 
up more than 97% of its volume. 


Growth Will Slow Down 


In connection with the sizeable jp. 
creases in volume of Allstate ang 
State Farm, Mr. Gillam said, it is jp. 
teresting to note that the idea has bee 
expressed that rate of growth is , 
function of size and that the rate 9 
growth of the low-rate specialty com. 
panies will slow down when they ge 
large enough. These figures don’t give 
much support to that theory, he de 
clarer!. 

In contrast to Allstate and State 
Farm, Nationwide Mutual’s volume o 
automobile business in 1956 was les 
than 1955. In 1955 this company 
showed a small underwriting loss for 
all auto lines combined in spite of 
very favorable results on PHD, but in 
1956, on the reduced volume of busi- 
ness, Nationwide showed a reversal of 
the trend for bureau members and for 
the other two low-rate specialty com- 
panies. Consequently, a small under- 
writing profit was achieved for all 
lines combined. For 1957 Nationwide 
showed a continued underwriting im- 
orovement. 


Are In Better Position 


Though the important low-rate spe- 
cialty auto companies are having prob- 
lems keeping in the black, they are in 
a better position than breau compa- 
nies, Mr. Gillam observed. Their low 
rates, which are emphasized in their 
underwriting, apparently offer enough 
of an attraction to price-conscious cat 
owners to allow these companies to be 
selective in their underwriting and a 
the same time to continue to increase 
their volume. When necessary, it ap- 
pears that by sacrificing volume they 
can reverse the trend and pull them- 
selves out of the red. 

Rate increases, of which there are 
likely to be more before the drain on 
the companies’ surpluses from under- 
writing losses will be halted, make the 





CLAIMS—Accident and Health Claims Man- 
ager for branch office in Midwest—Salary 
$6,600. 





CASUALTY UNDERWRITERS—Around age 30 
for Midwest branch office—must have de- 
sire to enter production after training period 
—also multiple line underwriter for office 
position—Salary up to $7,200 to start. 





CLAIMS ADJUSTER—Capable of directing 
field adjusters by correspondence . . . Start 
000. 


> 


FIRE UNDERWRITER—30-40 years age brack- 
et—must be capable of handling large lines 
. . Salary $7,000. 
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Call or write Mr. Van Ness 

CADILLAC ASSOCIATES, INC. ry 
220 S. State St. Chicago 4, fi. 
~ WaAbash 2-4800 
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The Pioneer Organization 


COATS & 


COMPANY 


APPRAISERS ¥ 


4413 Ravenswood Avenve 
Chicago 40, Iilinois 


® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


®@ Depreciation Studies 
®@ Property Ledgers 











Audits for Casualty and 


Inland Marine Carriers 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


Payroll Audit Service—has the ability and getup 
to get the job done adequately. 


Prompt Service—Payroll and other casualty audits 
by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bidg., 
DES MOINES, IOWA + Phones CH 3-8649, CH 3-8640 
IOWA, MINNESOTA, DAKOTAS, NEBRASKA, 
MISSOURI, ILLINOIS, WISCONSIN, INDIANA, 
MICHIGAN, KANSAS, OKLAHOMA, COLORADO, 
NEW MEXICO 
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Service Guide ° 


O’TOOLE ASSOCIATES 


Management Consultants 
to Insurance Companies 


Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 




















The LAWRENCE WILSON COMPANY 
Managing General Agents 
“Unexcelled Insurance Facilities” 
SERVICE TO LOCAL AGENTS 
AND BROKERS EXCLUSIVELY 
First National Bank Bldg., Tulsa 3, Okla. 








ROBERT |. BUSHNELL 
Consullant 
4 Insurance Organizations 


Hoydens Hill Road _— Fairfield, Connecticut 
Clearwater 9-8852 











BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 
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bureau companies less competitive. 
Competitors have and undoubtedly 
will continue to put increases into ef- 
fect too—their average deviation 
from bureau rates has changed very 
little over the last few years—but 
there is always a time lag during 
which the difference in rates is even 
more substantial than normal. During 
this period the specialty companies 
have a golden opportunity to pick up 
desirable business among risks con- 
fronted with a sizeable increase in 


» their auto insurance costs when their 
m policies come up 
-i time that there is a jump by all com- 
“4 panies to a higher plateau of rates, a 


for renewal. Each 


new group of price-conscious insur- 
ance buyers is created to be attracted 
to the low-rate specialty companies. 

Underwriting losses represent one 
horn of the dilemma that company 


|} management and agents face in the au- 


to insurance field. The other horn of 
the dilemma is the problem of the loss 
of a share of the market to companies 


* that do not operate through the agen- 


cy system, Mr. Gillam declared. 


5 Has Made Analysis 


The bureau has made a state by 
state analysis for each of the five 
years, 1951-1955, of the number of 
private passenger cars insured for li- 
ability by a comparable group of Na- 
tional Bureau members as compared 
to the total insured by all companies. 
In about two-thirds of the states the 
number of cars written by bureau 
members has increased during the pe- 
riod, as much as 70% in_ several 
states. But in the other states bureau 
members insured fewer private pas- 
senger cars in 1955 than in 1951. Fur- 
thermore, in state after state the pro- 
portion of the total written by bureau 
members has declined sharply. In 
District of Columbia, for example, in 
1955 bureau members wrote 11% few- 
er private passenger cars than they 
did in 1951. In 1951 bureau members 
wrote 35% of the total, but in 1955 the 
proportion had dropped to 25%. 


Volume Increased 65% 


But, he observed, for all companies, 
the volume of D. C. business increased 
65% from 1951 to 1956. The leading 
bureau company had an increase in 
volume during this period of 66%, or 
just about the average, but the other 
two bureau members among the 10 
leading writers in the district in- 
creased their volume only 13% and 
16%. On the other hand, the largest 
writer, Government Employees, did 
more than three times as much busi- 
ness in 1956 as in 1951; Allstate and 
State Farm wrote about 2% times as 
much and the volume of Nationwide 
nearly doubled. 


Plan To Beat Specialty Companies 


A number of stock agency compa- 
nies have sought to beat the specialty 
companies at their own game by mak- 
ing available to their agents through 
subsidiary companies a plan to sell 
insurance on private passenger cars 
at reduced rates, with reduced com- 
missions and on a six-months contin- 
uous policy, cash in advance basis. 
The first of these was Safeco. Others 
have gone into operation using very 
similar plans but none, as yet, has 
written a volume of business any- 
thing like that of Safeco. 

In this connection, he said, the bu- 
reau’s automobile rating committee is 
on record as indicating that they do 
not understand how any company can 
offer automobile insurance at stand- 
ard rates and, at the same time, at 
lower rates through a subsidiary com- 
pany. Of course, no company can do 
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Look to the WORCESTER 
Look to the GUARANTEE 


Two Mutual Companies working together—offering you their 
combined facilities and services 
The Worcester—for 134 years a dividend paying company 
Never paid less than 20% dividend on fire insurance 


The Guarantee—deviations where permitted 
It pays to put the ‘‘Guarantee”’ in your insurance 





Worcester Mutual 
FIRE INSURANCE C0. fF 
Guarantee Mutual 


49 Elm Street 
FIRE INSURANCE CO. 














Worcester, Massachusetts 
120 West High Street 


Springfield, Ohio 














“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE - CASUALTY - TREATY - FACULTATIVE 


REINSURANCE. 4..,., du 
bens 


CHICAGO 6, ILLINOIS - 309 W. JACKSON BLVD. » WABASH 2-7515 











“SERVICE THAT SATISFIES” 


ALLEN, MONTGOMERY & THATCHER 


INSURANCE PAYROLL AUDITORS and INSPECTORS 
3423 FULLERTON AVE. CHICAGO 47 

















this and retain its membership in the 
bureau. Furthermore, Mr. Gillam 
said, he always had been puzzled by 
how an agent can justify providing 
automobile insurance to some of his 
clients at standard rates and to others 
at lower rates. 

For Safeco alone written premiums 
have increased from almost nothing 
in 1953 to more than $6 million in 
1954, $12 million in 1955, $17 million 
in 1956 and $23 million in 1957. Of 
course, this increase has been offset to 
some extent by a decline in the auto- 
mobile insurance writings of the other 
companies in the General of Seattle 
group. However, on a combined basis 
the increase in the volume of premi- 
ums written for all automobile lines 
combined has averaged about 10% a 
year during this period. 

Through 1955 the underwriting re- 
sults of the group as a whole for auto- 
mobile, in spite of the reduced rates 
used by Safeco, were quite favorable. 
The underwriting profit in 1955 
amounted to 7% as compared to 1%% 
for bureau members. Even Safeco by 
itself showed underwriting profits at 
the reduced rates. 

In 1956 the General of Seattle group 
had an auto underwriting loss of 7%, 
about the same as for bureau mem- 
bers. For Safeco alone the underwriting 
loss was about 10%. However, there 
has been a considerable improvement 
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in results in 1957; an underwriting 
profit of more than $500,000 is re- 
ported for Safeco, or about 242% of 
earned premiums. 

This operation has dealt with the 
two major problems in the automobile 
insurance field, underwriting losses 
and competition, with some success, 
Mr. Gillam said. However, it should 
be pointed out that there might be 
quite a difference between one com- 
pany adopting procedures that give it 
a competitive advantage and _ the 
adoption of such procedures by a 
large group of companies. If most 
stock agency companies were to copy 
the Safeco operation, their rates, even 
if reduced, would become the stand- 
ard. There would not be the appeal 
of lower than standard rates that 
Safeco has, which undoubtedly is a 
very important factor in its operation. 

How are the cut-rate_ specialty 
companies able to provide automobile 
insurance for an ever increasing 
number of car owners and still main- 
tain rates that on the average are 
about 20% below the bureau level? 
Is it because they insure only “care- 
ful drivers,” as their ads claim, and 
therefore have lower losses? Or do the 
savings which they afford come pri- 
marily from reduced expenses, par- 
ticularly in connection with acquisi- 
tion costs? Mr. Gillam answered these 
questions by Allstate and bureau 
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New York 38, N. Y. 


INSURANCE CLAIMS 
MANAGER 


Due to relocation our Claims Mgr., we are looking for top-flight 
CLAIMS EXECUTIVE, 40-45 years of age, with legal training and heavy 
CASUALTY experience. Opportunity later to take charge NYC home 
office, all-lines claims department. Present earnings should be $10- 
12,000 minimum. Compensation commensurate past work-history. For- 
ward complete details and salary requirements. All replies confidential. 
Box NY-87, The National Underwriter Co., Adv. Dept., 17 John Street, 








WANTED 
FIRE AGENTS 

A NEWLY DEVELOPED COMMIS- 
SION INCENTIVE PLAN. Provid- 
ing substantially higher commis- 
sion potential. Available to agents 
controlling good volume of top 
grade FIRE lines. 

Write Box NY-1861, 125 W. 41st St., 
New York City, New York. 





FIRE UNDERWRITER- 
INSPECTOR 


THE MAN—Must be experienced in BOTH in- 
spection and underwriting risks in SOUTH- 
WEST U. S. for a factory mutual; thoroughly 
familiar with oil field equipment, refineries, 
storage plants, terminals, chemical plants. 


THE POSITION—Hdatrs N.Y.C. but job in- 
volves some traveling—primarily Latin Ameri- 
ca and Caribbean area. 


THE COMPENSATION—Commensurate with ex- 
perience. Send complete résumé to: Box 
NY-88, c/o The Notional Underwriter Co., 
Adv. Dept., 17 John Street, New York 38, N.Y. 








FIRE UNDERWRITER 
FLORIDA—53 yeor old Managing General 
Agency needs Fire Underwriter. Minimum 8 
years experience. Age 30-40. Salary com- 
mensurate with ability. Send résumé in confi- 
dence. State age, education, marital status, 
references, salary expected and reasons for 
considering ployment change to F. Tucker, 
Jr., P. ©. Box 868, Jacksonville, Florida. 





KENTUCKY MULTIPLE LINE 
FIELDMAN 
Excellent opportunity to grow with new Branch 
operation. Experience required principally in 
casualty. Age 25-35. Confact: Joseph W. Bue- 
tenbach, Manager, General Accident Group, 
310 W. Liberty Street, Louisville 2, Kentucky. 








COLORADO OPPORTUNITY 
Opening for 
SPECIAL AGENT, preferably with Multiple Line 
experience in COLORADO. Please state age 
and general quolifications first letter. 


AMERICAN INDEMNITY COMPANY 


P.O. BOX 1259 
GALVESTON, TEXAS 








WISCONSIN STATE AGENT 
Progressive multiple line company seeks TOP 
NOTCH experienced man to grow with his de- 

lop t of established agency plant in Wis- 
consin. Casualty experience desirable. Excellent 
future for right man. Our Staff knows of this 
ad. Send complete résumé of experience to 
Box A-i4, c/o The National Underwriter Co., 











175 W. Jackson Bivd., Chicago 4, Ill. 





member figures from the expense ex- 
hibit, adjusted to reflect Allstate’s 
lower rates. 

For BI the bureau loss ratio in 1956 
is 65%, while Allstate’s loss ratio ad- 
justed to a common rate level is 54%, 
which is 17% below the bureau ratio. 
On expense the bureau ratio is 45% 
while Allstate’s adjusted ratio is 33%, 
a saving of 26%. For PDL the picture is 
similar, with a saving of 21% on losses 
and 25% on expenses. In other words, 
Allstate’s lower liability rates are 
made possible both by better loss ex- 
perience and lower expenses, with a 
somewhat greater saving on the ex- 
pense end. 

Though Allstate’s ratio for commis- 
sion and brokerage is only 7%, it is 
offset to some extent by higher ratios 
for other production costs with the re- 
sult that the total production costs 
ratio is 16%. This represents savings 
as compared to bureau ratios of 35% 
for BI and 41% for PDL. For all other 
expenses the savings are 14% for BI 
and only 3% for PDL 

A similar analysis of the physical 
damage lines shows even greater sav- 
ings on total production costs inas- 
much as the Allstate’s commission and 
brokerage ratio of 7% is the same for 
all four auto lines while the corre- 
sponding bureau ratios are higher 
for PHD. Furthermore, Allstate also 
has a substantial saving on losses for 
collision with an adjusted loss ratio of 
34% compared to 54% for the bureau 
companies. The result is that Allstate’s 
physical damage underwriting results 
are much better than those of bureau 
companies. 


Wins Safety Competition 
By Using Paint And Signs 


Daniel J. Hanson, former Peoria 
traffic engineer who now holds a 
similar post with the newly established 
St. Louis county traffic commission, 
won top recognition and a cash award 
of $100 in the 1957 national traffic 
engineering competition sponsored by 
Assn, of Casualty & Surety Companies. 

The winning recommendation was 
for improving the physical layout of 
a “T” intersection at Moss avenue 
and Union Hill in Peoria, which han- 
dles 13,000 vehicles per day. Lack of 
pavement markings, allowance of 
parking and inefficient traffic control 
resulted in confusion at the inter- 
section where seven accidents occurred 
in a 19-month period. Paint and signs 
costing less than $100 were the reme- 
dies used. 


Ebneth With AIU, Mass. 


Robert P. Ebneth has been named 
assistant to the president of American 
International Underwriters (Mass.). 
He will be associated with Charles P. 
Phelan, president of the Boston or- 
ganization, which conducts the foreign 
risks business of AIU and excess lines 
operations of C. V. Starr & Co. 
throughout New England. 

Mr. Ebneth began with the New 
York brokerage firm of Freeborn & 
Co. in 1947. 


Home Mutual Honors Two 


Home Mutual of Appleton, Wis., at 
the annual meeting named Alvin C. 
Braun Jr., a vice-president, who will 
also continue to act as sales manager, 
and presented Adolph P. Lehner, coun- 
sel for the company’s board for 40 
years, with a gold watch. Mr. Lehner 
is also a director. 

Gordon A. Bubolz, president, in 
making the announcement and pre- 
sentation, cited Mr. Braun’s efforts 
in developing sales programs which 
helped the company to increase pre- 
mium volume from $3 million in 1952 
to $5.3 million last year. The goal for 
1958 is $6 million. 
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Fred. S.James Marks 
100th Anniversary 


Fred. S. James & Co., one of the 
nation’s largest insurance brokerage 
houses, is observing its 100th anniver. 
sary this month with the first of a 
series of ceremonies and dinners. The 
company is the first Chicago insurance 
brokerage firm to reach the 100-year 
mark. 

With 10 main offices in this country 
and a London affiliate, the firm traces 
its history back to the one-desk agency 
opened by Alfred James in 1858, 
Alfred James, in his early 20s, began 
his insurance career in Home’s Chi- 
cago office in 1856, after a succes. 
ful career as a merchant marine offj- 
cer. After opening his agency, he built 
the business slowly and in 1864 took 
in his 15-hear-old brother, Frederick 
S., as an office boy. Frederick showed 
such an aptitude for the business that 
he became a partner before he was 20, 


Joined Northwestern National 


In 1872, Alfred James was invited 
to join Northwestern National of Mil- 
waukee, of which he later became 
president. He turned the business over 
to Frederick, who changed the firm 
name to Fred. S. James & Co. and 
opened a below-the-sidewalk office at 
152 North LaSalle street diagonally 
across from the present headquarters 
of the company. 

George W. Blossom Sr. entered the 
firm in 1887 to handle the administra- 
tion while James did the selling. These 
two men, with their complementary 
talents, formed what a contemporary 
called, “One of the most able, success- 
ful and formidable partnerships in the 
midwest.” 

Physical expansion continued. The 
company moved to larger quarters in 
the New York Life building and open- 
ed a New York office in 1904. In 1912 
it moved to the 12th floor of Insurance 
Exchange building. In 1918 a San 
Francisco office opened, making opera- 
tions nation-wide. 


Now Holds Both Positions 


On the death of Fred. S. James in 
1927, George W. Blossom Sr. became 
president. Because of his age, he re- 
signed the position to his son, George 
W. Blossom Jr. in 1929 and became 
chairman. His son now holds both 
positions. 

In the past 30 years the firm has 
steadily added to its facilities. In 1941 
it moved to. 1 North LaSalle street, 
again for larger floor space. It now 
has offices in Chicago, New York, 
Buffalo, Philadelphia, Pittsburgh, Min- 
neapolis, Portland, Seattle, San Fran- 
cisco, Los Angeles and London. 

During its centennial year the com- 
pany will issue a special scholarship 
to a midwest college, honor long term 
employes and clients, provide a histor- 
ical exhibition and hold several cere- 
monies and dinners to mark the 
century milestone. 


Government Employees 
Declares Stock Dividend 


Government Employees has de- 
clared a 100% stock dividend payable 
April 30 to holders of record April 15, 
and an increased quarterly dividend 
of 25 cents payable June 25 to holders 
of June 10. 

Government Employees Corp. de- 
clared a 7% stock dividend payable 
April 25 to holders of record April 11, 
and an increased semi-annual pay- 
ment of 35 cents payable May 23 
with record date of May 9. 
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FeNATIONAL UNDERWRITER 


Rating Bureaus Contest N. Y. Auto Rate Reject 


(CONTINUED FROM PAGE 1) 


ent evidence to support his action. 
His ruling was based on prejudg- 
ment, the brief holds, and it ignores 
the compelling evidence presented by 
the bureaus and seeks to defend the 
indefensible behind a smokescreen 
that the proper level of automobile 
rates is so esoteric a subject as to defy 
the effective judicial scrutiny which 
the legislature directed. 

Both briefs recapitulate and attack 
the reasons the superintendent gave 
for disapproval. These were that the 
filings were based on the two most 
recent years, 1955 and 1956, which he 
held was too limited a period for a 
credible base since estimated losses 
were given too much and actual de- 
veloped losses not enough weight; that 
the loading for general administration 
expense is predicated upon an un- 
sound basis, and that the effect of the 
compulsory law, in force since Feb- 
ruary, 1957, is not reflected in the fig- 
ures supporting the filing. 


Wants 5-Year Experience 


Mutual Bureau contends that the 
principal ground for disapproval was 
the superintendent’s new theory that 
the loss experience to be used in de- 
termining future rates should not be 
that of the two most recent years 
available but for the five year period, 
1952-1956. 

Filings on the basis of the two most 
recent years have long been the 
practice in New York and elsewhere. 
In fact, the opinion of Deputy Super- 
intendent Lamanda after the January 
hearing conceded that basing the 
proposed rate changes upon loss ex- 
perience of the two year period was 
in keeping with the custom and 
practice of other years. 


Carries Burden Of Proof 


In proposing a departure from a 
practice so sensible and of such long 
standing in favor of a new method, 
the superintendent carries a heavy 
burden of proof which he did nothing 
to discharge, Mutual Bureau _ holds. 
Its brief states that “he presented no 
evidence and cited no authority, either 
actuarial or legal, for his five year 
proposal. It is a reasonable inference 
that the department’s own experienced 
actuaries and rating experts who were 
present at the hearing were unable to 
support it, and such an inference may 
properly be drawn from the superin- 
tendent’s failure to use such important 
expert witnesses under his control. 

The court, therefore, is not faced at 
all with choosing between two expert 
actuarial opinions. The choice is be- 
tween an arbitrary, unsupported ad- 
ministrative fiat and a time-honored, 
country wide method, supported by 
undisputed expert testimony and com- 
mon sense, Mutual Bureau declares. 


Not Valid Basis 


National Bureau contends that the 
Teasoning of the superintendent on 
the superiority of five year over two 
year figures is not a specification of 
failure of the filing to meet the re- 
quirements of the law and is therefore 
not a valid basis for disapproval. The 
brief points out that the two years of 
1955-1956, were used in a filing by 
Allstate, asking for a 12.9% increase 
In the same automobile rates, which 
was approved by the superintendent 
in September, 1957. 

_ National Bureau quotes the super- 
intendent on the second point of his 
disapproval: “Furthermore, I am of 
the opinion that the loading for gener- 


ine 


al administration expense is predicated 
upon an unsound basis.” 

Noting that there was no amplifi- 
cation of this statement, National 
Bureau’s brief points out that this was 
not a specification of a failure of the 
filing to meet the requirement of the 
law, since there is nothing therein on 
what the proper loading should be, 
and in fact it was not a specification 
at all, being conclusory in character 
and entirely lacking in any factual 
support.” 


Charges Meddling 


The brief contends that this ground 
of disapproval is invalid in law, with- 
out factual foundation, a departure 
from tre superintendent’s sole function 
which is to review and check for 
legality. The brief calls it meddling, 
without supporting evidence, and con- 
trary to all the evidence in rate making 
mechanics which the law assigns not 
to him but to the rating organizations. 

On this point Mutual Bureau points 
out that as a matter of law the super- 
intendent could not properly refuse 
to recognize expenses which had been 
duly reported in accordance with his 
own approved statistical plan. Their 
brief says that the disapproval on the 
basis of loading for general admini- 
stration expenses was a most fla- 
grant disregard of the obligation to 
specify in what respect the superinten- 
dent found the filing failed to meet 
the requirements of the law. 


Demonstrates Absurdity 


In attacking the superintendent’s 
charge that the filing fails to reflect 
the effect of the compulsory law, 
National Bureau recalled that at the 
January hearing it produced loss ex- 
perience for the first six months of 
1957 which demonstrated the absurdity 
of this reasoning. This display included 
the five months of experience under 
compulsory since February, 1957, and 
the results were far worse than the 
pre-compulsory experience submitted 
with the original filing. National Bu- 
reau’s brief quotes the superinten- 
dent’s retort to this display: “The 1957 
five months’ loss experience a_,vanced 
by the bureaus at the hearings, but 
not included in the filing, is insuffi- 
cient to establish a sound basis upon 
which to evaluate its effect.” This was 
administrative action carried to its 
final extreme of arbitrary unreason- 
ableness, the National Bureau states. 

It further indicates that before 
compulsory in New York, 90% of the 
cars in the state were already insured, 
and it cannot be seriously expected 
that the 10% forced to take insurance 
under the new statute would improve 
the experience. To do so every one of 
the additional insured would have to 
be accident free for an entire year 
to justify no indicated rate increase. 


Principal Grounds For Disapproval 


Though the superintendent’s first 
and principal ground for disapproval 
was that the proposed rates did not 
reflect the experience of the remote 
past, his compulsory argument rejected 
the rates because they did not reflect 
data relating to the immediate present 
which were not yet available at the 
time of the filing, the Mutual Bureau 
states. However, when the later data 
were submitted at the hearing and 
showed an even greater need for a 
rate increase, the superintendent stub- 
bornly adhered to his previous objec- 
tion with only a brush off for the 
later data presented at the hearing. 


Pointing out that courts have con- 
sistently refused to allow administra- 
tive officers to deny needed rate 
increases on the basis of mere conjec- 
ture as to possible favorable future 
developments, Mutual Bureau’s brief 
noted that the superintendent’s reli- 
ance on future favorable effects of 
compulsory in denying the increase is 
reminiscent of the Massachusetts com- 
missioner’s action in denying a rate 
increase in 1957 because of the 
supposedly beneficial effect of earlier 
court disposition of tort cases. The 
supreme court of Massachusetts re- 
versed this ruling and stated that 
“this contention of the commissioner 
was a mere hope unsupported by any 
tangible evidence.” ; 


No Tangible Evidence 


Neither is there tangible evidence 
to support the New York superinten- 
dent’s assertion that the estimates 
made by the rating organizations must 
be affected by the application of the 
compulsory law, Mutual Bureau states. 

In concluding its attack on this 
reason for disapproval, Mutual Bureau 
points out a provision made by the 
legislature in the compulsory law it- 
self, that nothing therein shall be 
construed to effect any change in the 
application of the insurance law to 
automobile liability insurance rate 
making. 

“This was a clear direction,” Mutual 
Bureau states, “that automobile liabil- 


to the 1952 legislature: 


ity insurance rates should continue to 
be made, as they had been on the 
basis of reported loss experience and 
without conjecture as to the effect 
of the compulsory insurance law. The 
superintendent’s rejection of the filings 
on this ground thus not only was with- 
out record support but flouted the 
specific directions of the legislature.” 

Mutual Bureau observes that the 
superintendent’s ruling has forced in- 
surers to continue to write automobile 
liability insurance at a staggering loss, 
or to withdraw from the market, and 
has prevented many insured who were 
actually entitled to rate decreases 
under the filings from benefiting 
thereby. 


Rates Reflect Experience 


“Insurance rates reflect experience,” 
Mutual Bureau’s brief declares, “and 
the experience is not made by the 
insurers. So long as the ratio of ac- 
cidents to cars on the road continues 
to grow and jury verdicts to climb, 
the cost of automobile liability insur- 
ance will necessarily rise. The remedy 
lies with those who are insured and 
with public authority, not with the 
insurers or the superintendent. As 
stated in the superintendent’s report 
‘We should 
all remember that we make our own 
automobile liability rates. As the loss 
experience of a territory increases or 
decreases so do the rates charged 
motorists.’ ” 





Distribution Systems Must Accept Change 
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mass retailing. In 1957 at least one 
discount house will top the $100 mil- 
lion turnover figure. By 1960 several 
discount chains will be hitting an 
‘annual turnover of $250 millions. 
Manufacturers are now fighting to win 
distribution in the off-list outlet. 

“The fundamental cause of the 
amazing return of our economy to 
haggling is not list pricing nor adver- 
tising but too much spread in margins 
through the chain of distribution to 
the consumer—and sometimes even at 
the manufacturing level. The public 
is becoming quite aware of these 
economic facts of life. The new op- 
portunities presented by the discount 
operation will be capitalized upon if 
marketing executives view it with an 
objective approach. Such an approach 
will disclose that discount retailing has 
penetrated too deeply to be eliminated. 
Discount retailing will inevitably ac- 
count for an ever-growing percentage 
of total retail.” 

How many insurance companies can 
truly claim to have a marketing opera- 
tion comparable to those that are be- 
coming the pattern in other fields of 
business? How well do we read the 
literature of marketing? I asked the 
editors of the Journal of Marketing 
about their insurance subscribers, but 
they were buried in a “miscellaneous” 
category, too small to be identified. 

Insurance reaches the public today 
through several competing distribution 
systems. The oldest, and the one that 
still leads in total fire and casualty 
premium volume, is the American 
agency system, which features agent 
ownership of expirations and non-ex- 
clusive representation. It is the distri- 
bution system of the bureau-rate com- 
panies. 

Recently the bureau companies 
sponsored a market research study. 
The study was reported in THE Na- 
TIONAL UNDERWRITER. According to that 
report, a check of 239 agency system 
offices showed that 58% also repre- 
sented low-rate competitors. These 
agencies offered high-rate, high-com- 
mission insurance to some, low-rate, 


low-commission insurance to others. 

I make no comment on the ethical 
problems presented by the two-price 
operation, or its effect on the pro- 
fessional standards which the Amer- 
ican agency system seeks to maintain. 
I present this research finding simply 
as evidence of adaptability and change 
now actually in progress in our 
business. Against the backdrop of 
insurance practice, the combination 
high-price and low-price agency is 
viewed with alarm. Against the back- 
drop of our modern society, it can be 
accepted as a recognition of price as 
a fact of life, just as it has been so 
recognized by retailers faced with 
discount competition. 

The current wave of commission 
cuts by bureau companies is laid at 
the door of adverse underwriting ex- 
perience. Certainly, that is the moving 
reason, but the will of management 
may well have been strengthened by 
the knowledge that most of the agency 
system has already voluntarily accept- 
ed lesser compensation in return for 
an improved competitive position. 
Defines “Direct Writer” 


The trade journals today are full 
of references to a form of insurance 
distribution loosely called “the direct 
writer.” I believe we muddy our 
thinking by repeating stereotyped 
phrases without clearly understanding 
what they mean. My definition of a 
direct writer is, very simply, a com- 
pany that gets its business through 
salaried employe-agents. Although the 
term has become common only in 
recent years, it really describes the 
system which a number of leading 
mutuals have used successfully for 
many years in the workmen’s com- 
pensation field. The large premiums 
developed in that line made it feasible 
to use well paid but salaried represen- 
tatives and keep distribution costs low. 
The competitive results, in terms of 
complex rating plans, graded prem- 
iums and commissions, the close 
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matching of ultimate costs to the 
consumer by all types of companies 
are too well known to need description. 
The net result for the customer has 
been broad protection, excellent ser- 
vice and low cost wherever he may 
buy his workmen’s compensation in- 
surance. In no other fire or casualty 
line have expense margins been com- 
parably narrowed, although this is as 
much due to the size of premiums as 
to other factors. 

Direct writers today also serve the 
family market in the automobile and 
fire insurance fields. Typically, they 
feature low price. Lesser distribution 
costs are the primary source of the 
operating savings that make low price 
possible. 


Cites New Development 


No one seems to be paying much 
attention to an interesting develop- 
ment going on in agency system ranks. 
Many such agencies today obtain their 
business through salaried solicitors. 
These men are employes and put in 
five-day, forty-hour weeks. Their 
compensation and other terms of em- 
ployment parallel those of the direct 
writers. Are these agencies really 
direct writers? Whatever the answer 
to that question, we can accept this 
as a form of adaptation, or marketing 
innovation. In this instance, no opera- 
ting economy results, and there is no 
price advantage to the customer, but 
there must be the advantage of in- 
creased contact with the public and 
therefore of increased distribution. 

A third distribution system is that 
of the exclusive agent of independent 
contractor status, rather than employe 
status. This happens to be the system 
of my own organization. The trade 
often refers to this type of selling 
set-up as “direct writer,” but we be- 
lieve the term is misapplied to our 
independent contractor operation. The 
essential difference between our agent 
and the agent of the agency system 
is that of exclusive vs non-exclusive 
representation. 

This type of agency organization, in 
our company as well as others, serves 
principally the family, or mass, mar- 
ket. I believe it is entirely fair and 
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objective to say 


that the American 


agency system and the large mutual 


direct writers serve principally 


the 


insurance needs of American com. 


merce and industry. I make 


this 


distinction not as an expression of the 
merit per se of any system, but rather 
to focus attention on the market that 


each system serves. The customer 


and 


the agent must be brought together 


if insurance is to be sold, and 


all 


types of markets must be served jf 
we expect to preserve our business 


as private enterprise. 


Virgil Martin, general manager of 
Carson, Pirie, Scott & Co., a leading 
Chicago department store, was recent- 


ly quoted as saying: 


“It is high time we retailers recog- 
nize that we cannot be al! things to 
all people. When we try to do that, 
we end up with no particular appeal 
for anybody. Each of us has his own 
individual niche in the market place. 
It is up to us to determine where we 
fit, who comprises our customer body, 


and then to fulfill as completely 


and 


satisfactorily as possible the expecta- 


tions of our particular group and 
logical market.” 


Customer Will Decide 
This, I suggest, 


our 


is the broad view 


that gives us the best understanding 


of the real differences between 


the 


various insurance distributive systems, 
Sometimes the speeches of the propon- 
ents of the various agency systems 
would make us think that we have an 
internal struggle on our hands between 
conflicting ideologies. The real struggle 


is not internal but external, and 


the 


customer will make the decision. Is 
it too much to suggest that all systems 
may survive if they adapt themselves 
to the particular market each is best 


equipped to serve? 


Too often we of the insurance busi- 


ness seem to have approached 


the 


problems brought about by competi- 


tion and the forces at work in 


the 


market place by trying to build artifi- 


cial barriers designed to preserve 
status quo. This is a _ reaction 


limited to insurance people but, 


the 
not 
as 


the Department of Justice regularly 
reminds us, is found in many other 


fields of business. It seems to be 


our 
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nature aS a people to advocate com- 
petition but to impede it when it 
pinches us. 

That it would be a mistake for any 
egment of our business to base its 
future on artificial restraints of com- 
petition was spelled out rather graph- 
ically in the recent decision in the 
New Orleans Insurance Exchange 
case. I quote one excerpt from that 
decision, now final by action of the 
U. S. Supreme Court, as an expression 
of the broad philosophy which must 
be the guide for all segments of the 
insurance industry: 


Services Must Compete, Too 


“Our economic faith is predicated on 
free competition ... Not only must 
merchandise stand the cold test of 
competition, but services performed in 
connection with the sale thereof must 
be submitted to the same test, so that, 
in the last analysis, the public may 
have a free choice in spending its 
money, and businesses, willing and 
able to compete for that money, may 
have a free opportunity to do so.” 

The final marketing concept that I 
want to refer to is that of payment 
plans. The business that sets itself 
counter to the spending habits of its 
customers is over-burdening its 
chances of success. What can be left 
to meet irregular lump sum obligations 
—annual life insurance premiums, for 
example—if the monthly income is 
already committed to rent or mortgage 
payments, car, television, refrigerator 
and personal loan installments? 

Travelers has faced up to this 
with its new monthly payment plan. 
“Life rent,” they call it. The explana- 
tory folders say: 


Unit Living—Unit Insurance 

“Because so much of future earning 
power is pledged to meet the payments 
on present purchases, insurance has 
become even more of a necessity than 
ever before. Since family living is 
thought of as a unit comprising such 
segments as house, car, children’s 
education, possessions and recreation, 
it is only natural that insurance is 
going to be thought of increasingly as 
asingle unit protecting all these values. 
The huge suburban living area presents 
a unique challenge for the multiple- 
line representative. Here, concentrated 
in a convenient area, are hundreds of 
middle income families who want to 
pay for their insurance by the month.” 

The Travelers plan represents mar- 
keting innovation for the insurance 
business. So does another fairly new 
device, the pre-authorized check plan. 
The growth in popularity of the latter 
plan is no surprise to anyone who 
understands the desire that middle-in- 
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come families have to be relieved of 
decisions. The pre-authorized check is 
painless. It’s simply another automatic 
deduction. To overlook the implications 
of this concept in marketing insurance 
would be imperceptive indeed. 

In its recent story on the 16 revolu- 
tions now under way in our economy, 
U. S. News and World Report labeled 
revolution No. 7 as “New-Style Sell- 
ing.” It said that the whole process of 
distributing goods is in a continuing 
revolution. It concluded: 

“The whole of merchandising, as a 
result, is in the midst of an era of 
rapid change. The revolution in the 
field of distribution is accompanied by 
a large number of casualties. Mer- 
chants who survive are those best able 
to adjust to change.” 


Must Develop Appetite For Change 


In our business, too, we must devel- 
op our appetite for innovation. By 
rigid adherence to the status quo, to 
established ways of doing things, we 
can make innovation difficult or 
actually prevent it. 

Insurance protection reaches. the 
public through different systems. Each 
system has stood the test of time; each 
tends to have its greatest success in 
a particular part of the market place; 
no single system has had equal success 
in all parts of the market place. 

The merit in a particular system 
will not be found by examining its 
inner workings, its rules or its tradi- 
tions. The merit of each distribution 
system must be found in a single 
test: How well does it serve its custo- 
mers? No rules or traditions can save 
a system which no longer serves 
people as well as a competing system. 
And the decision will not be made in 
the ranks of the business but in the 
market place. 


Seek Uniform Patterns 


The cry for uniformity, for every- 
body in our business to do everything 
alike, never dies. Every year bills are 
put into legislatures to compel unifor- 
mity—and 1958 is no exception—uni- 
formity in policies, in rates, in operat- 
ing procedures—bills designed to 
freeze the business into a common 
pattern. 

That kind of a static business would 
be no match for our dynamic world. 
The peace of mind that America’s 
families seek, the new forms of 
protection that America’s industries 
require, cannot come from a business 
that has ceased to grow. The joint 
responsibility of the business, of in- 
surance regulators and of law makers, 
is to encourage initiative and creativ- 
ity, to insist upon competition and to 
reject all that impedes these forces. 
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A COMPANY... 


Take sound financial management, 
and add broad multiple 
line facilities, blend well 
with outstanding field service, 
a dash of the personal touch 
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CARGO-COLLISION 


OUR PACKAGE POLICIES 
are written to cover every trucking 
insurance need . . . tailored to fit 
your individual specifications. 


Write or phone us today fer com- 
plete information on our LONG 
HAUL package policy. 
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DENVER 2, COLORADO 
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Fast, Efficient GLAZING AND BOARD UP SERVICE 
FOR YOUR ASSURED! 





Phone MO 4-1100 


When insurance companies need efficient plate glass re- 


placements in a hurry ... they always call MOhawk 4-1100. 


We are not only proud of our reputation for efficient glass 
replacement service, but we zealously safeguard that repu- 
tation by making every possible effort to be on the job 
promptly, rain or shine, at any time, day or night. 
With a fleet of trucks plus able workmen, AMERICAN GLASS 
COMPANY is not only resourceful in equipment and man- 
power but resourceful in ingenuity and efficiency to make 


every minute count. 


Normand Beris, President 


‘Members of the Chicago Association of Commerce 


1030-42 N. Branch—Chicago—MOhawk 4-1100 


3156 E. Woodbridge—Detroit—LO 8-1060 
“Recognition Merited by Our Service” 
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